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OUNTS THIS UNI-FORAGOR UNI-HARVESTOR UNI-PICKER SHELLER UNI-HUSKOR 
= UNI-WINDROWER. More machines coming to make your Farmer-Customer self-propelled all the way! 





NOTE: A few choice dealer territories still available—real money-making opportunities with small investment 
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“Master ‘ 
Padlocks! 


fumbler se ty 


ocking lever 


Rapid turnover . . . assured mark-up 
steady demond . . . no inventory losses. You 
can” bank”on making a profit from Master 
Padlock sales . . . every week of the year! 
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5 REasons wuy S/OKMPROOF 
IS EASY TO LAY 


4. No battens or sticks 
5. No special tools needed 


. Easy to handle 


2. Less nailing needed 


. No crimping or bending — - 


STOR/MMPROOF COVERS 7AE SOUTH 
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“You can tell 
by the way she snaps 


Says DONA BROULLETTE of 

LUCKS & CLARKE CORPORATION 

(Hardware, Building Supplies, Millwork) 
WALLINGFORD, CONN. 


j// 
. 


Mr. Broullette’s been cutting glass for over 40 
vears. But L°Ovk’s “Blindfold Test” was a 
new one on him He rank seve il cuts oF tour 
well-known brands of single-strength window 
glass. Each piece was marked A, B, ¢ 
He didn't know which was which 
he’<l picked the one that was ea 
He picked “iy every Cire 
L.-O-k, 28 out of the 30 dealers wh 
test pic ked L-Ovl 
“I didn’t have to take this test 
I ()°] Window Class IS CaSsICSET Le 
Mr. Broullette. “The cutter runs fi 
iny strain on me or the elass. She 
and quick 
1. Window Glass is easiest 
bie pieces or little pieces. It’s e 
into angled or curved pieces. Yi 
cut off narrow strips wit! 
L-O-F cuts easiest because 
more slowly, more patiently 
less brittle and more “even” in st 


it's a safer buy for your Customers 


Try the Cut L-O-F first, last, or in-between the der “Glass” in the yellow pages of 
other brands. Run any kind of a cut phone books in many principal cities 
throughout the country. And send for 


"B . f # you want. You'll see why you have 
lind old Test fewer bad cuts, less waste and more your free booklet—''For Greater Profits 
profit with L-O-F. in Window Glass 


You rself! Call your nearest L-O-F Distributor. Write Libbey-Owens-Ford Gloss Co 


These local businessmen are listed un- 608 Madison Ave., Toledo 3, Ohio. 


LIBBEY: OWENS: FORD ‘he casy-co-cue WINDOW GLASS 6% 


l 
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Nothing sells roofing and siding tast har cte e eroid Colo 
’ } , i ; ‘ ' 
terior color stvling for either new constru ren . ( ling « mus { ( sidewall 


ing jobs. Ruberoid helps you cash in on 


color with its color-styling idea, nat 

Saturday Evening Post, Better Hor 

Housekeeping a 1d lurm nm | i 
First, Ruberoid’s color 

yvestos Siding and Asp! 


vives YOu a Comp 


second, the 


The RUBEROID Co. 
Asphalt and Achestos Building Materials 
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‘YUSTOMERS look for names they know and 
C when you sell Cyclone “Red Tag” Hard 
ware Products you have not just one but two 
widely-recognized names. First, there’s the 
name “Cyclone”—it has stood for quality in 
fence and wire hardware products for more 
than 50 vears 

And behind Cyclone is the “United States 
Steel” name. The products of United States 
Steel are currently being brought to public 
attention through “The United States Steel 
Hour’’—a program being widely acclaimed as 
one of television’s finest dramatic offerings 
National magazine advertising is at its peak 
now too. 

This extensive advertising works hard for 
you when you handle Cyclone “Red Tag” 
Hardware Products. There’s Cyclone Lawn 
Fence, along with Gates, Trellis and Flower 
Bed Border. There’s Cyclone Insect Wire 
Screening in Galvanized, Bronze and Alu- 
minum and Cyclone Hardware Cloth with 
the weided selvage. And remember Cyclone 
Catch-All Baskets and Cyclone Flexible 
Steel Mats. 

Take advantage of the Cyclone and United 
States Steel names. If you're not handling 
complete lines of all these products, check 
with your jobber today. 


FLEXIBLE STEEL MATS 
Clean Better ’ 


“UNITED STATES STEEL" 


\ 
> atin 
a vet se lll 
waste red pron 
owe 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST.TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S*S CYCLONE “Re?709 HARDWARE PRODUCTS 
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—[—[—$—<=_$_ $_=_$=$_ $_{$ $$ i EEE {[_ = EE 


Vol. 123 July, 1954 No. 7 


T. W. McALLISTER, Monaging Director 
RALPH E. KIRBY, Editor 
FRANCES A. KELLY, Assistant Editor 


BARON CREAGER, Southwestern Editor 
(1305 National City Bidg., Dallus, Texas) 


O. A. SHARPLESS C. E. SMITH 


Business Manager Asst. Bus. Manager 


qananaeSaeaan2'iawm=EzolzqlTz™™qqqqO00nmuuuN0u00unaau09Dauu eS” 
CONTENTS 


J. A. MOODY 


Production Manager 


Business Trends 
Hardware Industry News 

Home Workshop Club Promotes Power Tools 
“Competition Gets Rougher™ 

Keeping Ahead of the Chains 

Boosting Builders Hardware 

Woodruff's Streamlines 

Making Appliances Seif-Supporting 

Effective Use of Wall Displays ... 
Alabama Convention 





FARM EQUIPMENT SECTION 


Servicing Cotton Pickers 
Their Specialty Is Outside Selling 
No Slack Season in This Shop 
=—=————=_{*{**===_=_—=_=_=_—_ 


ANNUAL SUBSCRIPTION—-$1.00 
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MINNOW 
BREATHERS 


ASSURE 

LONG LIFE 
FOR ALL TYPES 
OF LIVE 

BAIT 


Full 20 quarts 

Plated frame and 

lifting handle. Fin 

est quality sulphite 
insert to insure longer 
life and better breath- 
ing Masonite lid with 
lifting handle 


No. 2 2-quart capacity 


Sturdy wire frame 
Keeps boit alive indefinitely 


Open frame construc 
tion assures longer 
life for all type of 
bait. Cap and hinged 
lid held by piloted 
frame. insert of the 
finest laminated su! 
phite All parts ore 
replaceable 


FRABILL Manufacturing Co. 
234 W. Florida St., Milwaukee 5, Wis. 








End of Business Slide Seen 
As Production, Sales Turn Up 


THE “RECESSION” of 1953-54 ha 
about come to an end and there 
are definite indications that busi- 
ness activity is strengthening all 
Production, after 
firmed 


along the line 
months of decliner has 
holding steady in April and re- 
maining steady during the last of 
May. Production of automobiles 
turned up in April and May, and 
dealers were reporting 
good sale to bolste 
within the industry. Television and 
many other major consumer du! 


enough 
optimism 


able goods were being produced in 
large volume as the second quar- 
ter closed 

At the same time the employ- 
ment situation has improved as 
production has climbed upward. In 
soft goods production and _ sales 
there is a similar optimism. De 
mand for cotton textiles is high 
and the industry is set for im- 
proved conditions. The same is 
true of the farm equipment indus- 
try. The latest trends are encour- 
aging as farmers prepare for an 
excellent crop year 


Prices Steady 


As the third quarter 
prices both on the wholesale and 
retail level are holding § steady 
Wholesale prices, in fact, are not 
far below their post-Korea highs 

Meanwhile, construction activity 
moves along on a continuing high 
level. Home building, in view of 
the current rate, appears to be 
headed for another record year 
The annual rate of home-building 
is estimated to be more than 1.1 
million. If that rate of building 
continues, it Is now certain that 
1954 will be the second best hous- 
ing year in the nation’s history, 


opens 


exceeded only by the record veai 
of 1950 

Actually, the 1953-54 “recession” 
has been the mildest in the na- 
tion’s history representing, at 
worst, a mild dip from a high level 
of prosperity. Some _ economists 
feel that the nation is on the 


6 


threshold of a new and 


era of prosperity 


7 


Farm Income Down in 
First Four Months 


FARMERS’ CASH receipt 
first four months of thi 
taled about 8.4 billion 
lown three percent from 
esponding period of 1953 
because of lower average 
Total receipts from livestock and 
products, estimated at 5.5 billion 
were about the ame a 


Crop receipts of 2.9 bil 


lollar 

ast veal 
hon dollars were down 10 percent 
with most of the decline in wheat 


cotton, sovbeans and vegetable 


4 


Construction Activity 
Continues on High Level 


EXPENDITURES FOR new construc- 
tion in the first four months of 
this year were slightly higher than 
last year, and were record large 
for the period, according to a re- 
port from the Department of Com- 


AND PRICE CHANGES 


merce. open 
ruction Was 
from a yea! 
esidential an 
rose slight 
truction Wa 
New housing 
up a fifth fron 
August, and w 
the month si 
1950. The val 
tract awara 


cent above 


Employment Higher 
in Latest Month 


EMPLOYMENT |! E by 498,000 


worke! 60.598.000 


ment Wa 
increases in trade, construc 
services outweighing a 
drop in 


higher 


from an increase of 2 


factory employment 
employment figure 
38.000 c1 


ian workers in the labor force and 
a drop of 260.000 in the numbe 
of unemployed to 3,465,000 
April The decline in unemplk an 
ment, about usual from March to 


(Continued or page 60) 
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Consumer Spending at Near Record 


PERSONAL CONSUMPTION expend- 
itures in January-March were at 
billion 
fourth 
quarter and near the record of 231 
billion in the third 
1953 

The Department of 

reported that a decline 


of durable goods 


92 


an annual rate of about 230 
dollars, the same as the 


quarter of 


a further increase 
rvices. Consumer buying 
is apparently being well main- 
tained in the second quarte! 


Retail sales in April 
percent from March, after 
al adjustment, and were eq 
April 1953. Sales in durable 
nondurable goods stores both 
during the month, with 
jor groups registering 


Compared with 
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Ki ng Coffon 


SASH CORD 


in the 
‘“‘handy-bag’”’ 
package 





WINDOW SASH 
slele) Mr ie). a 3) 
CLOTHESLINE 
STARTER CORD 
DRYER CORD 
TIE-DOWN LINE 
HEAVY WRAPPING 
JUMP ROPE 
PLOW LINE 
4 AWNING CORD 
This is c Jr : FLAG HALYARDS 
Sellcord” display 
carton for Coils of LAWN FURNITURE 
Sash Cord. Keeps : TENT ROPE 
it clean, easy to 
handle, easy to store PACK LASHING 
Org cee. TARPAULIN TIES 
OVERHEAD DOORS 
Here's a new Sash Cord package that 
has almost everything. The cord is com- 
pletely protected from dust, dirt ond 
handling abuse by the heavy gauge poly 
ethylene bag. The clean, white cord is 


fully visible and with both hanks bagged 
you can cut the hanks apart and both 
ig 
a) ) ) customers get a packaged purchase 
‘olfon This new package is also just the ticket 


King) 

(3 rae : for counter display, for shelf stock or for 
CO R DAGE bins. And King Cotton Sash Cord is priced 

JOHN H. GRAHAM & CO. INC RIGHT. Write for a FREE SAMPLE and our 
. ° @ 


105 DUANE STREET, NEW YORK 8, N. Y. latest prices and see for yourself. 
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MANUFACTURERS - WHOLESALERS 


Richards to Represent 
Chicopee Lumite Div. 


WILLIAM A. RICHARDS ha 
the Lumut Divisior Chi 
Mills, Inc., as southern rep: 
tive for their products, with | 
quarters in Dallas, Texas 


Harrison to Head Sales 
of Pachmayr Gun Works 


PACHMAYR Gun Work 
Angele announce 


tment of Bill 


identified with the ale 
and hootel accessor! 
1949. Prior to 1949 he wa 
manager of manutacturin 
cerns in Illinois 
Since 1944 Harrison has ranked 
among the top 10 trap shooters of 
William A. Richards the nation. In 1947 he was chosen 
as a member of the All-America 
For the past eight vears, Rich- 
ards was associated with Deering- 
Milliken & Co., Inc., first in a Stanley Veterans 
manufacturing capacity and later 
heading up their Chicago sales of- 
fice 


o 


Housewares Show to Be 
Held in Atlantic City 


A TOTAL OF 590 manufactur 

will display their line 

chandise to an estimated 7,000 
buyers at the 1954 National Hou 
Ware and Home Appliance Ex 
hibit, according to A. W 

berg, executive secretary 
Houseware Manufact 


sociation 


The exhibit w 
City Monday, Jul) 
will continue thre 


ugh 

July 16 at 2 p.m. It will 

2lst national exhibit operated by 

the NHMA and the seventh succe 

sive exhibit held in Atlantic City Among the Stanley Tools sales representatives and executives with 25 or 
Mr. Buddenberg states that the more years of company service who were present at the recent sales con- 

exhibitors will occupy more than ference were C. Kenneth Freedell, general scales manager (extreme 
; : eee agg left, front row): Rodman W. Chamberlain, Sr., vice-president-sales, all divi- 

950 booths covering an area of ap- sions (second left, back row); and Gerald M. Fletcher, director of adver- 

proximately 150,000 square feet of tising (second right, back row) 
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f SEINE TWINES 
SEINE CORDS 


You can put your confidence }eetee 


VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 


QUALITY TWINES AND CORDAGES KITE CORDS. 


PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


> &£ 
r 


A IN EW merchandising 


feature that will help 
both you and your customer 





IN A VARIETY 
OF PUT-UPS 


1 Ib. skeins — 12 thru 72 ply 


2 oz. balls — 12 thru 24 ply 


4 oz. balls — 12 thru 48 ply 


8 oz. balls — 12 thru 72 ply 


ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.0.b. M 1 lb. balls — 24 thru 72 ply 
Lawndale, N. C., Los Angeles, California, or Mar eld in Ball 

etta, Minnesota. Orders of $ 

freight allowed to $1.00 per 


pone apes toe aa? reaaitd sonst ) When you display the MIKE, ine— 
. it Sells! 
Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED \(N 18673 
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Vernon K. Church, New 
Aladdin Vice-President 


VERNON K 
1952 ha 
\laddin Industrie 


ville, Tennessee, wa 


CHURCH, who since 
been director of sales fo! 
Inc., of Nash 
elected vice 
president of the company at the 
recent board of directo! meeting 
In announcing the promotion, Vi 
tor S. Johnson, Jr., president and 


board lall al li “ that 


Vernon K. Church 


Church will continue be re 
sponsible for domestic 
vacuum bottles and electric lamps 

Church, who has been with 
Aladdin for the past nine years, 
originally started as assistant sales 
manager of the Vacuum Bottle 
Division He was successively 
vacuum bottle sales manager, gen 
eral sales manager and director of 


sales of 


sales 





(Continued from page 8) 


Albany Hardware Co., of Albany, Ga., has purchased a display coach to 

display seasonal merchandise and new items. It is equipped with a power 

system in rear to furnish air conditioning, lights, and heat. A door connects 
this compartment with rest of coach 


Registration High for 
Gift & Fancy Goods Show 


ADVANCE registration 
that a trade audience of more than 
10,000 persons will attend the 
Second U.S. International Gift and 
Fancy Goods Show to be held 
August 22-27 at the Astor Hotel, 
New York City, show officials have 


indicate 


announced 

The officials state that the sale 
potential is greater this year than 
last when more than a million dol- 
lars in sales was written at the 
show itself. More gift items will be 
introduced for the first time. All 
displays will be shown in open 
booths, and will represent unusual 
giftwares and fancy goods crafted 
in 50 foreign lands 

Distributors, wholesalers, deal- 
ers, chain and department store 


buvers are invited to register in 





Recommendation on Hack Saw Blades Revised 


PRINTED COPIES of Simplified Prac- 
tice Recommendation R90-53, Hack- 
Saw Blades, are now available, the 
Commodity Standards Division, Office 
of Technical Services, U. S. Department 
of Commerce, reported recently. 

The recommendation, originally is- 
sued in 1928, established a simplified 
list of stock sizes of hack-saw blades 
This revision, the fifth, is the result of 
a comprehensive research program 
conducted by the industry to insure 
blades in which the combinations of 
length, width, thickness, and tooth 
numbers will meet all normal sawing 


requirements and provide maximum ef- 
ficiency and economy. A comparison 
with the former edition shows the 
elimination of 18 sizes of power hack- 
saw blades and the addition of 8 sizes. 
Hand frame sizes remain the same ac- 
cording to the report. 

Printed copies of Simplified Practice 
Recommendation R90-53, Hack-Saw 
Blades, may be obtained from the 
Superintendent of Documents, Govern- 
ment Printing Office, Washington 25, 
D. C., for 5 cents a copy. A discount of 
25 percent will be allowed on orders 
of 100 or more copies. 





Robertson to Represent 
Rocket Concrete Drill 


ROCKET Ci 
Dana Point, California announce 
a new representa for the state 
of Georgia 


and Mississipp} rn L. “Rot 


Tennesset 


. L. Robertson 
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IF YOU ARE A BUYER 
OF HARDWARE... 


¢ 


fe 
@ 
2 


' 


> 
>| 
ay 
a, 


See, feel and compare the pr 

than 1,000 manufacturers who will display 

6,000 lines of hardware and allied pr ts. See also 

the greatest display of lawn, garden and light farn 
ment ever assembled in 

tion about new products 


oducts of more 


over 


equip 
’ 
one piace. Uef Cc torma- 


handising. 


price, delivery and mer 


ail the at 


PLAN NOW TO ATTEND 





+> NATIONAL \; 
HARDWARE \?": 


CITY 


SHOW TYPE OF BUSINESS 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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(Continued from page 10) 


Open House and Merchandise Show 
Staged by Orgill Brothers & Co. 


MorE THAN 5,000 hardware deal- merchandise for the display. Ma 


ers and industrial accounts at hown for the fil 
tended Orgill Brothers & Co.'s also were 
combination open house celebra- The 
tion, hardware trade show, ap 
pliance display and toy show May new 
3-7 in Memphis which was formally opened to the 
This hardware wholesale house public for the first 
pointing with pride to its recently toul were started 
completed 600,000 - square - foot minute Inside the or 
plant at 2100 Latham Street, was 
host to dealers from as far away 
as Texas, Oklahoma and Illinois 
Many factories represented by O1 
gill sent officials to the exhibition 
A total of 131 booths featured 
manutacturet! 
ributed by O1 


featured 


exhibit were house 


t ; 


60 by 400-foot tent adjacent oO tne 


1 


$2? 000.000 Oregill warehou 


crete warehouse 
South and second 


exhibits by major 
whose lines are di 
gill and whose lines lend then 
selves to such promotion. In add 
tion, there were 13 Orgill depa 
ment booths in which n f 
2,000 manufacturers 


through 


; 


One of the most interesting exhibits at 
the big Orgill show was the booth fea- 
turing portable barbecue equipment. 
Turkeys and meats were barbecued 
daily while large crowds watched 


One hundred and thirty-one booths 
featuring exhibits by manufacturers 
and 13 department booths attracted 
more than 5,000 hardware dealers and 
industrial accounts during the five- 
day Orgill Brothers & Co.'s combination 
open house celebration, hardware 
trade show, appliance display and toy 
show, May 3-7, in Memphis. They were 
housed in this 60 by 400-foot tent 
adjacent to the wholesaler's new 
$2,000,000 warehouse 


United Stat 


whicl 


plant 
chandise 
the conveyo! 

Of much 
tending the 
the innual 
whicl 
held th 
the week-] 
play 

The show was 
ide per ial 1a \ 
parts of the Orgill 
example, Monday, 
Memphis and Shelby 
T iesda Wa 
Wedne lay 
Thursday 

Mi 


ra 


= 
L 2 
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GLASS -always in windows...now in screen cloth! 





Put yourself in the 
business for only $832 


f.0.b. Chicago, III 


Hiltm lalineteltiaiel ay 


cuts 
measures 
dispenses 


New CHICOPEE 
FIBERGLAS 


display rack (takes only 2’ x 3’ of floor area) plus 


five 50’ rolls of Chicopee Fiberglas Screen Cloth in 
the five best-selling widths: 26”, 28’, 30’, 32”, and 
36”. Replacements are in 100’ lengths. It’s a com 


bination guaranteed to start spring sales climbing 


New Chicopee FIBERGLAS Screen Cloth 
can't stain sidewalls. .rust or corrode 


FLEXIBLE - CAN’T BURN + EASY TO WORK WITH 
Contact your jobber today or write directly to us for complete details plus special free sales aids 


LUMITE DIVISION, Chicopee mills, Inc, 47 ¥ 
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tant point 
More than 500 free 
uwarded during the 
Orchids were presented to wom 


ito! 


Orgill departments represented 


vere advertising and dealer pro 
motion appliances; builde 
hardware and paint; credits; elec 


trical; farm equipment; furniture 


and floor covering; heavy hard 
ware: housewares and giftware 


plumbing, pumps and_ industria! 
ipplies; sporting goods; tools ana 


cutlery and toys Orgill sale 
representatives were on hand t 
greet dealers and help with dem 


onstrations 


° 


National Guard Appoints 
During Representative 


NATIONAL Guard Products C« 
Inc., Memphis Tennessee an 
nounces the appointment of John 
G. During, of Dalla Texa a 


John G. During 


representative. During will handle 
National Guard's line of meta 
weatherstripping creen 
grilles and asbestos sidi 
Texas and Oklahoma 

During was associated 
Corning Glass Works fron 
until 1953; first as salesmar 
as sales manager for the Souther: 
District from 1942 until 1953. Since 
1953, During has maintained h 


14 





(Continued from page 12) 


McKinney Assigns Toop 
to New Sales Territory 


Mec KINNEY Manufacturing ‘ Clifford |. Case 


Pittsburga, hi cl 


will move 
South Carolina into ar 
location in his new 
includes Alabama, Mi 
western Tennessee 
cover Nashville, Tenn with the armed 
’ 


Following hi 
C 


° ase rejoined the 


sales department 
Huffman Appoints Case to _The southeastern 
Head Southeastern Sales ee ee, 
THE HUFFMAN Manufacturing “lorida. Case will 
; int | lar Ge 


J. H. Sanders, above, sales promotion manager of Stratton & Terstegge 
Co. hardware wholesalers in Louisville, Ky., briefs company's Tennessee 
salesmen on fall promotion plans including the March of Toys promotion. 
The meeting was held in Nashville and salesmen attending included, left 
to right, standing: Fred Wrenn, Gerald Crenshaw, Marvin Thompson, Hugh 
Stone, and J. H. Sanders. Left to right, seated: Charles Richey, Harold 
Brown, Hal Jones, A. L. Crowe, buyer; R. E. Bader, sales manager; Ed 
Campbell and Richard McClintock 


SOUTHERN HARDWARE for JULY, 1954 





a NO ADAPTERS! 
> No THREADS NEEDED! 
© wo CLAMPS! NO UNION! 


NO SLIP COUPLING! 











wi 


CHAMPION 


CONVERTIBLE 
JET WATER SYSTEMS 


Faster, easier installations! Exclusive, 


The pump “Quick-Connect” flange unit speeds connec- 
e with tions with plastic or steel pipe—saves time, work 
douigned and money. Just slide pipe into pump—tighten 
e two bolts—get a fool-proof hook-up. Brass in- 
he PUPES tw serts for plastic pipe (included with pump at no 
, i / extra cost) eliminate adapters and clamps 
° True convertibility! Same ejector works on 
50 shallow or deep (4° or larger) wells. And you 
aM ouly $109. can get low-priced models with “Quad-Volute” 


design and other quality features for 82°% of the 


RETAIL (f. o. b. factory) : 7 
jet pump market: Both 14 and '% HP. sizes 


: “6 ye . —- as : » ate P 
Complete ™% H.P. convertible jet water in package Ss) stems vertical tank systems, 
system with 13-gallon tank, ejector and air pumps only. Single-pipe deep well models, too 
charger. You get these new feat 


Full trade discounts. Cal! your Rapidaytor 


Quick-Connect"’ Flange Unit... Larger : 
write for his name and 


pump body—looks bigger, primes easier 
... plus all that ‘‘Rapidayton Champion" 
means... at NO INCREASE IN PRICE! 


a 
THE DAYTON PUMP & MFG. COMPANY 
DAYTON 1, OHIO 
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(Continued from page 14) 


commente 


» Oklahomar 


Do-It-Yourself Show Attracts 
Large Crowd in Oklahoma City 


RETAILERS WILL reap the most 
benefit from a Do-It-Yourself show 
wherever it is held and they 
rather than wholesalers, hould 
upport such a show by participa 
tion as exhibitors, in the opinior 
of W. E. (Gene) Smith, president of 
the Oklahoma Hardware Co 
Oklahoma City, Okla 

The firm participated in a Do-It 
Yourself show in Oklahoma City 
May 16 through 23 inclusive, tha 
was highly successful from mo 
viewpoints with 126 exhibitors ar 
ittendance of < 3 for the eis 
days. This attendance figure 
cluded the 126 exhibitors and thei: 
staffs, but public attendance wa 
at the rate of 50 cents per head 


Smith reported that his firm oc ‘ 
cupied six booths provided witl U. S. Expansion Bolt Opens 


complete arrays of power and hand rds ¢ ie fa hat in Atlanta Warehouse 


i 


tools, paint and floor covering advan , hov oo 
The company gave away throug! = 
retail dealers, a $44.95 power saw 
a $44.95 hedge trimmer and 
$24.95 drill 
Commenting on the show, Pre 
dent Smith said 
“Since our sales 
include serving 
forts were directed 
ward support of 
showing of various 


16 SOUTHERN HARDWARE for JULY 





PETER 


means 


Heavy advertising behind 
PETERS “High Velocity” 


ammunition will pay off 





in extra sales for you! 
Get your share — stock and 


display the entire line. 


PACKS THE\ POWER p> 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN a 
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Ficken Named to 
New Post by RB&W 


RUSSELL, Burdsall & Ward Bolt 
and Nut Co., of Port Chester, New 
York, announces the appointment 
of George J. Ficken, J1 as assist 
ant general sales manage! 

Formerly salesman for the com 
pany in New England and New 
York, Ficken also ha erved in 
various executive position sefore 
his recent appointment, he was a 
istant office manéeger of head 
quarters in Port Cheste: 


° 


Greenshields Named V-P 
of Fasteners Institute 


DONN D. GREENSHIELDS, exec 
tive vice-president of National 
Screw & Manufacturing Co 
Cleveland, Ohio. has been elected 
vice-president of the Industrial 
Institute, 
manufacture! of 


Fastene: national a 
sociation of 
headed and threaded products in 


the United States 


D. D. Greenshields 


The vice-presidency of the 
stitute is the highest elective 
fice open to members, and 
recognition of 


fastener 


awarded in 
standing service to the 
industry Greenshields becomes 
the second National executive to be 
so honored, the first having been 
the late Charles F. Newpher who 
also preceded Greenshields as ex 

= 


ecutive vice-president of the c 
pany 
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A "Sammy" for Schwartz 


194 
> 


Kornegay Represents 
Marvin Schwartz, North and McKinney Mfg. Co. 


South Carolina representative 
for Slaymaker Lock Co., receives EDWARD G. KORNI 
a "Sammy" from General Sales tat 
Manager Fred A. Williams, for 
outstanding performance in cam- 
paign on brass house numbers. 

S. R. Slaymaker I! looks on 





James H. Ewing Passes 
in Corpus Christi, Tex. 


JAMES H. EWING, 68, forme! Tenn., area for 15 
president of the Texas Hardware this time he was in 
and Implement Association, died department 
on May 19 in a Corpus Christi Memphi 
Texas hospital where he had bee: In accepted 


hardware 
Hardware Cx 
1953, he wa 


(Continue 


under treatment for several week 


B. F. Gladding Sales Conference 


Sales representatives of B. F. Gladding & Co., Inc., assembled for a three- 

day meeting recently at the company's plant and offices in South Otselic, 

N. Y. Sample fishing lines, built by a specially geared factory production 

team to the specifications suggested by the salesmen, were tested by the 
group in the Ofselic River 
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INousrtRiat PLANTS evervwhere, especially in the 
Electronics field, will save in production time and tool 
cost with these new Crescent Pliers. The “SC” type pliers 
have plasuc “CRESTOGRIP” handles tough and long 
wearing yet soft and comfortable to the hand. Designed 


especially for assembly line workers, a light spring be 


tween the handles holds the plier open, ready for action, 
while a ‘color key” system quickly identifies the type. All 
flat nose pliers have red handles; chain nose pliers have 
green handles, and cutting pliers have orange handles 
LONG REACH" type pliers have BOX JOINTS of 
No. 20 5 sc 
improved design which will never loosen thus insuring 


FLAT NOSE PLIER with Spring and Crestogrip 
smooth, easy action. Crescent electronically-controlled 


Handles. Anurled jaws tort 
hardening guarantees positive grip and long, useful life 


No. 22 Ss $sCc 
SHORT CHAIN NOSE PLIER with Spring and No. 1035 BOX JOINT LONG REACH DUCK BILI 


e : 1] 7 , 
Crestogrip Handles For fine work PLIER. Overall length, 8 Nose length, 1% 1n. Sure grip 


< * 
Gm) 


No. 942 4 sc 
No. 1036 BOX JOINT LONG REACH CHAIN NOSI 


| i i 
CRESCENT TOOLS — 
No. 1033 6 sc : ’ Cive Wings lo Work aur ) 


DIAGONAL CUTTING PLIER with Spring at 
Crestogrip Handles. Also made in § in j2 


sf sizes. Keen, long lasting 


LONG CHAIN NOSE PLIER 


1 Crestogrip - 
as —_ 


Tign of the Cfrtisan 
Symbol Ce Ciccllence 


t everywhere 


tes ond > dis , etoile 
Ow N, NEW 


CRESCENT TOOL COMPANY, JAMEST YORK 
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(Continued from page 18) 


member o } American 
of Architectural Hardware 


lltant In the ame year fhe 
umed ci mplete charge of the | 
Hardware Co. contract operatio 


t 


Gladding Representative 
Appointed for Southwest 


B. F. GLAppING & Co., Inc., fish- 
ing line manufacturers of South 
Otselic, New York, announces the 


Allen Moore Ed Nolan 


Nolan’s appoint: 
Roger Nelson, director 


Johnston 


Elmore L. Finch 


appointment of Elmore L. Finch ° 
of Dallas, Texas, as representative Stanley Makes Change in 


His territory will include Texa ° ° 
Arkansas, Oklahoma and Louisi Texas Sales Territories 


ana A RECENT CHANGE in Texa 
¢ ri l i Dee! 
navel 


Johnson Mower Corp. lanag | 
Appoints Three rks, New Britain, Conn. In or- , 
I » ODtaln 101 oncentrat John E. Lindroth 


ALLEN Moore is one of three 
new additions to the managerial 
staff of Johnston Lawn Mower 
Corp., Brookhaven, Mississippi. He 
was formerly in charge of time 
tudy, methods and estim: at 
R.P.M. Manufacturing Co 


. 


Wright Steel & Wire 
Sales Manager Retires 


WW 


W 


' 


experience 
engineering 
Ed Nolan 
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IT’S NEW! 


IT’S ALL-PURPOSE! 
IT’S FOR SALT WATER! 
IT’S FOR FRESH WATER! 


e Level Wind 


om Re movable Line Guide and Worm 











*940 OCEAN CITY 
+ Self-lubricating Bearing “TOPSAIL GENERAL” 


e Gear Ratio 3 to 1 
oe Line Capacity: 100 yds. 27 lh. test line 
e Retail Price: $12.00 


OCEAN CITY MFG. COMPANY a om ieseeeatunel 


‘aoe ’ . , , , > “ ay 
A’’ and Somerset Sts., Philads lphia 34, Pa. = Aut Write for free 1954 catalog, Dept. M7 
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(Continued from 


Wright Wire Co., of Worcester and ir 
Palmer Ma previous to the ; ;elmont Avenue, Dallas, which 
erger of that company with lso the add: f the Ralph E 


} 


Clinton-Wright Wire Co. (1920 >, I ell Co 
later Wickwire Spencer Steel Corp The an 
Nine years after its organization P aid the wa! 
he became associated with G. F : an added con. 
Wright Steel & Wire Co in the “PET” 
Barber plans to spend his sum aws, grinder 
mers at hi lodge in Greenfield He added 
New Hampshire, and winters at ‘A complete stock of ‘PET’ prod 
his Florida home icts, including accessories, Wall 
e Shop Kits and a wide assortment 
if attachments to broaden the ust 
of the conventional electric drill 
Lee Watson Passes in is being maintained to serve th 
Brownwood, Texas mergency needs of account 
Nelson B. Sherrill! promptly and efficiently withou 
IN THE DEATH in early May of the penalty of added cost for ware 


Lee Watson, long-time active head house service. It is felt that thi 
of the Weakley-Watson hardware the Radio, Phonograph and Tele added service will | 
business in Brownwood, Texas, vision Division of the Magnavox of sales due to st 


, 
revent the le 


ock lhmitation 


the hardware industry of the Lone Co., Fort Wayne, Indiana frequently suffered by the electric 
Star state lost one of its best- He joined the Georgia-Pacific tool dealer. and will enhance dis 
known and most colorful figures Plywood & Lumber Co., of Augus tribution considerably. Stock mar 


He was 90 years of age ta, Georgia, as sales manager in agement and shipping service 
Mr. Watson joined the Brown 1948. In 1949 he returned to New being provid 

wood firm in 1893 and was in ac York to join Weisberg-Baer, a purchase 

tive charge of the business until a building materials firm, as vice tory. as i 

few years ago when he started to president in charge of sales, the ment 

turn the direction of the business position he held when he joined house deliveries will 

over to his son, W. Lee Watson Oli an FOB Dallas basi 

Today, as it has long been, the o ‘In connection wit] 

business is primarily wholesale the new Dallas ware 

But some 25 years ago, when the able Electric Tools 


retail end of the business was of Dallas Warehouse Opened pointed the Beckman i 
more importance, Mr. Watson was by Portable Electric Tools and Supply, 4234 Harry 


for many years a director of the Blvd.. Dallas 19, as factory 
Texas Hardware & Implement As PORTABLE ELECTRIC Tools. Inc ized service station fot 

ociation Chicago manufacturer and Ralp}! west area. Complet 
° E. Russell, Dallas, Texas, manu service, including 


facturers agent, announce § the wl I maintained 


e 


Sherrill to Head Olin 
Electrical Div. Sales 


NELSON B. SHERRILL, of Bloom- 
field, New Jersey, has been ap 
pointed sales manager of the 
Electrical Division of Olin Indus- 
tries, Inc., R. A. St. Clair, general 
manager, announces. Sherrill will 
have offices at the division head- 
quarters in New Haven, Conn 

A native of East Orange, New 
Jersey, he was graduated from the 
Wharton School of Finance and 
Commerce of the University of 
Pennsylvania in 1925. He began 
his sales career with the Johns 
Manville Sales Corp. in New Yorl 
City. In 1944 he left his positi 


there as general sales manager New front auto tags at Collierville, Tenn., identify the town as the “Home 
he H a I lat Divi . : of the Wonder Horse'’—a hobby horse, manufactured by Wonder Products 
the GME INSULAWON vines & Co., that has become the town's biggest industry. Proceeds of tag sales go 


become general sales manager of to local civic club project 
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To help you sell 
a complete line 


of fasteners 


REPUBLIC MAKES OVER 20,000 SHAPES and SIZES 


More than 20,000 regular items of headed and threaded 
products are made and stocked by Republic. They are 
made from the highest quality carbon and alloy steels, on 
modern machines and equipment, under rigid control at 


every step of production. 

Republic headed and threaded products are always 
uniform, easy to assemble, tough and strong to withstand 
shock and vibration. 


You can count on Republic for a wide range of bolts and 


nuts to satisfy your customers’ requirements. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division e Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 


GENERAL OFFICES *© CLEVELAND 1, OHIO 


Export Department: Chrysler Building, New York 17, N.Y 


REDUSUG 


Other Republic Products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples 
23 
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cccccccccccccccosoes) SELL THE FENCE 
THAT HELPS YOU SELL! 


TALOER MARE 





Dixie Farmers and Ranchers know about DIXISTEEL 


Fence because they read about it regularly in South- 





ern farm and ranch publications with combined 


circulations of 702.859 a month! 


DixisteeL Barbed Wire and Staples are also fea- 
tured in these advertisements which urge farmers to 


ask you —their dealer—for Dixtsteer products. 


It will pay you to make your store headquarters for 
DixistEEL products and cash in on this advertising 


that is published to help you sell. 





wi. | ae 
VERS 


THE SIGN OF 
QUALITY 


You can sell DIXISTEEL Fence 

with confidence. It is made 

from top-quality steel, heav- 

ily galvanized for long life 
and priced right. 











MADE ONLY BY THE 


ATLANTIC STEEL COMPANY 


emt) ma PAL! ATLANTA, GEORGIA EMerson 3441 
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Southern 
HARDWARE 


They built power 


tool sales with a 


Home Workshop Club 


SOUTHERN HARDWARE for JULY, 1954 


By William Bottenhorn 


At a regular meeting of 
the store's home workshop 
club a factory representa- 
tive explains uses of a do- 
it-yourself material. Small 
card, below, is used to in 
vite interested persons to 
club metings 





meeting 
salesmen ‘hey al able 
the versati y ol powel tools and 


accessories. Their attendance at 





the meeting too, is an induce- 
ment for the manufacturer to have 
a person who 1 well qualified *o 
demonstrate his product. Ques- 
ns which the members ask give 
Zimmer and the salesmen an in 
side knowledge of the product 
which they might not get other 
wise. The questions are from a 
practical standpoint and may De 
of a nature that the salesmen or- 
dinarily woulc. have difficulty u 
answering. 
A striking example of knowing 
and actually showing, what a pow- 
Charles Zimmer, Jr. (third from right) takes advantage of do-it- er teal cam Go was Gemonstroted 
yourself demonstration to pick up helpful information for future sales : 
at a recent club meeting when a 
factory representative put a pow 
er sander through a series of pra 


Competition in workmanship (Continued on page 44 


keen and whenever members se 
that an additional power tool, o1 
an additional attachment, improve 
their work, sales follow quickly 
One of the club membe! 
to have $3,000 investec 
workshop and the claim 
fied by 
The club 
house for novel, yet pra 
for ways of doing thing 
er tools 
information ! gathe! 
meetings helps him ir 
er tools to a customer wl is not 
member of the club. He recog- 
nizes the fact that all power tool 


Ordinary weod working plane is in careless hands can be hazardous 
used to demonstrate that alumi- “They are not toys,” he empha- 
num can be fabricated without sized, ‘“‘and whenever possible, we 
injury to the wood working tools discourage the sale of them for 


children to use. In warning pal! 


ents of the dangers, we win thei Regardless of the outcome of 


this demonstration by Zimmer, 


yourself trend. Anything from good will.” ; prospect will receive  invita- 
In Zimmer’s opinion, the club tion to Workshop Club meeting 


sanding and refinishing floors to 
intricate operations of a power tool 
may be discussed. 

The meeting date is a fixed day 

the third Thursday of the month 
Post cards announcing the feature 
demonstration are mailed to the 
members as a reminder of th: 
meeting. Zimmer advises making 
reservations well in advance o! 
the meeting date to avoid conflict- 
ing schedule: 

The major advantage of 
workshop club is that it bring 
gether a group of men who 
a mutual interest and pride 
handiwork and who are eag 
learn new developments and 
provements. They exchange 
freely at the meetings and 
bring along a finished produc 
point out the advantages gained Members gather for meeting. H. W. Johnson, club president, is shown 


} 


by the use of a certain tool in center wearing plaid shirt and bow tie; Zimmer is at extreme right 
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Southern dealers report that 


“Competition Gets Rougher™ 


Wm AN INCREASING number 0: 
outlets now selling hardware 
products, competition faced by 
southern hardware retailers has 
reached its keenest point in the 
post-war period. With other types 
of business adding hardware de- 
partments, with discount houses 
springing up throughout the na- 
tion and with many types of 
“wholesalers” selling direct to the 
consumer, this competition has 
stiffened particularly in recent 
years 

Howeve! a mM 
dealers art 
improve thei 
and, in tur! 
the consumer s 

This was revealed 
of a survey conducted recent]; 
SOUTHERN HARDWARE among 
large number 
southern and 
Virtually 
in the sur\ 
tition has 
ty are 


of the 


many 
listed by 
ing deale: 
grocery 


listed by 


Southern Hardware 


TRADE SURVEY 
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With more and more retail 
outlets handling hordwere 
products southern heord- 
wore dealers are finding 
competition at the keenest 
point in the post-war. A 
majority of southern deal- 
ers are gearing sales pro- 
grams to compete more 
effectively 


Never before have in- 
dependent hardware 
retailers had so many 
competitors selling 
hardware products. In 
this survey southern 
dealers list chief 
sources of competition 
and tell what they are 
doing to meet this com- 
petition successfully 





Keeping Ahead of the Chains 


By John B. Robertson 


Sales Manager 
R P M Manufacturing Co. 


many 
ring on th 
addition 
| and me! 
cedures used by 
“I am interested in seeing inde- which could be easily adopted by 
pendent dealers take an interest 
in advance ordering, qood product 
knowledge, and good product 
promotion,’ says the author. He true on many seasonable li 
knows their value having | had The independent deale1 
many years of experience with a 
leading chain store organization 
in both buying and sales capaci 
ties. The accompanying article is 
based on his intimate knowledge 
of chain store operations 


many independent dealers for im- 


+ 


rroved sales This is particularly 


efforts on those phi 
which hi 


Maencrs TURERS HAVE a good op- 
portunity to compare chain 
store and independent dealer op 


erations from the sidelines. Many 
of our products are sold through 


both types of outlets; and we can 
watch closely the type of overall 
job independents and chain stores 
do in promoting these products 
In planning sales and promotion 
al programs, manufacturers must 
analyze this performance in ordet 
to come up with a program which 
will meet the requirements of both 
types of outlets. We must 
sider their operating 
along with their sales pro; 
this planning. Such an 
can be very revealing 
Unquestionably, the 
ent dealer can and, in many case tome! 
does a much better job w h What an advantage 
products of many manufacturers rganizer and promote! 
However, in working with these to see seasonal chan 
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PAY CASHIER 


Chain stores, because of buying methods, cannot tailor 
stock to local demand as easily as independent dealer 
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mN 
* » 


“The independent dealer must 
put his efforts on those phases 
of his activities to which his op- 
eration is more suited than that 
of the chain store; and in many 
cases, he would be wise, also, to 
adopt some of the simple prin- 
ciples of chain store operation” 





"Do-It-Yourself" enthusiasts are 


Boosting Builders Hardware 


A $100,000 ANNUAL volume from 
sales of builders hardware 


would be an excellent record unde: 
any circumstances. It is particular- 
ly noteworthy in the case of the 
Silver Spring Building Supply Co 
for these hardware dealers, oper- 
ating in the Maryland city of the 
same name, “started from scratch” 
They took on lines of builders 
hardware only about three and a 
half years ago 

Vice-President George Hood ha 
an explanation for the unique suc- 
cess of the line in his store; “Ou 
town needed—and needed badly 
just this kind of a hardware store 
and we jumped in and supplied it.” 

Actually, the company has filled 
two large gaps in the construction 
and home repair needs in their 
area. From the first, builders and 
contractors welcomed the new line 
and hastened to fill orders there 
during the boom in residential con- 
struction that immediately fol- 
lowed World War II. More recent- 


In little more than three short years this 
firm built annual sales of over $100,000 in 
builders hardware. Here's how they did it 


and gro\ 
owne! who 
new do-it-vou! 
‘Ras 
Crore Wwe Ca 
builder hardwal 
buildet 


10 mile into town 


and contrac 


youre paying men 

$3.00 an hour to wai 

ials, that increase 

siderably Hood 

that need in ou! 

We built up a diversified stock of 
essential and hard-to-find items 
offering the customer a wide se- 
lection. We have, for example, 500 
different types of wood screws, 80 
different types of nails, and 150 
types of hinges. We carry a $2,000 
stock of the so-called 
items alone 


slow-moving Well-rounded inventory of build- 
ers hardware valued at $50,000 
is maintained by firm. Above, 
salesman checks re-orders. Left, 
George Hood, vice-president, in- 
structs trainee in selling various 
builders hardware items 








Woodrutt's 


Streamlines 





old look... 





Qi AMLINING 

&/ interrupting 
greater sales 
plishment but em 
W. W. Woodruff Ci 


ide that they « 


All display fixtures were de- 
signed by store personnel and 
built in the store's own shop 





did virtually 


the store at minimum 
W. H. Moffett, manage 
paint and hardware department, 
all the planning for 
his department, making his own 
sketches and scale drawings 
the new basement floor. 
signed the fixtures and 
counters made of gum 
with stained finish. The 
were made in the store’s own shop. 


When the basement 


finished, paint and hardware had 
nearly twice the space 


Tool department in new 
basement floor utilizes 
fixtures made in store's 
own shop. Fixtures on 
rollers can be moved 
elsewhere in the store. 
Each counter or fixture 
was made for the ‘kind 
of merchandise going 
into it. However, an ef- 
fort was made to pro- 
vide uniform fixtures. 
As work progressed in 
various parts of the 
store, selling went on 
as usual 


ivailable, plus mi 
catching displays 

Remodernization of the paint 
and hardware departments was 
the only one originally planned, 
but it was so successful that it 
started the ball rolling. Other de- 
partments throughout the store 
came in for streamlining 

As work progressed in various 
parts of the store, selling went 
on as usual. Work was done a little 
at a time so as not to interrupt 
sales. 


Among the departments 
which gained added 
space and improved dis- 
plays, right, were sport- 
ing goods, gifts, major 
appliances and televi- 
sion department 


- 


Though the housewares 
department was con- 
densed, new arrange- 
ment afforded larger 
sales area and made 
possibie more attractive 
displays of merchandise 


A department head would send 
up his designs and measurements 
to the carpenter in the small sho; 
who would turn out exactly what 
was wanted and then move it down 
into place. Each counter was made 
for the kind of merchandise go- 
ing into it. 

However, an effort was made 
to provide uniform fixtures 
throughout the store. As an add- 
ed convenience, fixtures were put 
on rollers, the idea being that 1 


(Continued on page 58) 
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“CHINA® 
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In 12 years, from a very 
modest start, this hard- 
ware store developed an 
appliance business that 
now requires seven full- 


time commission salesmen 


They geared growth to profits and made 


Appliances Self - Supporting 


PATIENCE, AND a policy of making By Baron Creager 
the appliance department sub 
sist on its own profits, have built a 
tremendous volume: in majo! 
household appliances for Burge ‘That seemed 
Hardware and Appliance, whicl 
operated strictly as a hardware 
store in Fort Worth, Texas, prev! 
ous to 1941 
In that vear Jack A. Burge, own 
er, took some distress appliances 


logical 


and personally sold them. He had 
no sales help, nor even any training 
in appliance selling 

Yet he found that he liked the 
applhance busine . £0 he acquired 
a franchise and today there are 
seven salesmen, all operating or 
traight NMISslo and the an 
nual gro iume in major ap 
phancee 10 times greater than it 


wa ti 


Above, appliances ‘paid their 
own way” out of a store corner 
into a large and attractive dis- 
play on the sales floor. One 
model of each item displayed is 
set up for demonstrations. Right: 
additional merchandise is dis- 
played on store's mezzanine 
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Sectional view of 
warehouse and used 
appliance salesroom 
shows specialization 
in washing machines 


Owner Jack A. Burge 
tcok a 1918 washing 
machine in trade— 
it serves now as a 
good window display 


Burge Hardware & 
Appliance Store is 
located in suburban 
shopping center of 
Fort Worth, Texas 





The 90-foot display ex- 
tending along one wall 
of the store actually is 
located several feet out 
from wall of building. 
Behind display is ample 
grea for storage of 
merchandise. Note that 
display is divided into 
three equal sections 
with aisles between 
leading to storage area 
at rear of display. 
Shelves for small items 
extend along lower 
edge of display 


How they made effective use of 


— FULLY recognizing the 
value of the latest innovations . 
in display, owners of Richard and ! 
Kreuger Hardware company in 


New Braunfels, Texas, by no 
means underrate the value of wall 
shelves for displaying merchan- 
dise. In fact, this method of dis- 
play is a major sales tool in this 
organization 

“When merchandise was first 
pulled from dark bins and dis- 
played on table-top counters, that 
was a milestone in display. But 
we think there has been an im- 
provement over that,” said Ken 
Felder, manager of the business 

“When a customer walks into 
the store he’s inclined to look a- 
round, not down. This happens al 
most invariably, for we've watchs 
them. And although wall shelves 
in a modern store often = are 
frowned upon as dust catche 
for obscuring merchandise and fo; 
being generally unhandy, still that 
does not alter the fact that tt 


Island displays are used with 
good results for display of close- 
ly related merchandise. Store 
sold only small amount of gloves 
when they were displayed on 
counter. Displayed now with 
mason's tools, sales rate is a 
carton every two days 
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“With name products, a broad inventory 
and good promotion, you just can’t miss,” ' 


says J. M. Lewter, TCI Dealer in Huntsville, A 





M, Lewter, who is one of the 
South’s most successful fencing and 
roofing dealers, has some definite 
ideas on how to increase sales. Per 
haps they will help you 
First, he believes, you've got to 
carry quality products products 
that assure complete customer con 
fidence and satisfaction. Mr. Lewter 
carries TCI fencing and roofing 
products exclusively. Not only does 
this assure ready customer accept 
ance, but it also facilitates handling 
and stocking, lowers freight and 
bookkeeping costs, and aids promo 
tional planning 
Then you've got to keep a broad 
inventory of those products most 
commonly called for in your area 
so that even large orders can be 
quickly filled out of stock. The cus 
tomer should always be able to get 
just what he wants when he wants it 
And, of utmost importance, is good 
promotion. Mr. Lewter takes full ad 
vantage of TCI’s radio and farm 
magazine advertising. Each broad 
cast and advertisement represents a 
direct plug for the dealer that carries rial for direct dealer use — product TENNESSEE COAL & IRON 
TCI products if the local people literature, signs and displays, farm DIVISION 
know he carries them. That’s why building plans, envelope stuffer UNITED STATES STEEL CORPORATION 
it pays to display the USS Dealer and other sales aids GENERAL OFFICES. FAIRFIELD, ALABAMA 
Sign for all to see. And TCI offers a Build your sales with a broad in DISTRICT OFFICES. CHARLOTTE + FAIRFIELD + WOUSTON 


complete line of promotional mate ventory of quality USS product JACKS E + MEMPHIS + NEW ORLEANS - TULSA 


USS AMERICAN FENCE 


USS TENNESEAL V-Drain ROOFING 
UNITED STATES STEEL 
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New officers of the Alabama Retail 


Hardware Association are, left to 


right: J. Oviatt Bowers, Tuscaloosa, second vice-president; Morris Jones, 

Birmingham, managing director; C. R. Cranford, president, Jasper; A. C. 

Black, Alexander City, first vice-president; Rupert B. Watson, Atmore, na- 
tional director, District Three 


Alabama Convention 


seeps OF THE Alabama Re 
L¥VBtail Hardware Association met 
in Mobile May 16-18 for their an 
nual convention 

C. R. Cranford, 
elected new president succeeding 
William L. Kline, Flomaton 

Other officers elected were: A 
C. Black, Alexander City, first vice 
president; J. Oviatt Bowers, Tusca 
loosa, second vice-president; and 


Jaspe1 Was 


Morris Jones, Birmingham. man 
aging director 

Directors are: George F. Bailey, 
Montgomery; B. C. Cox, Opp; W 
M. Dismukes, Pritchard; W. T 
Wild, Evergreen; John Sandlin, 
Decatur; Silas Martin, Jr.. We 
tumpka; Leonard Housel, Gordo 
B. F. O'’Steen, Jr., Florence; Frank 
Ledbetter, Attalla; Guy Coplin, 
Guntersville; Bill Wittmeier, One 
onta; Irwin Kinney, Jr., Birming 
ham 

The convention voted to meet 
in Birmingham in 1955 

The program included the pre 
dent’s address by Mr. Kline and 
greetings from National Direct: 
Rupert Watson 

Charles M. Mapes, Jr., general 
manager of the Reynolds Sales Co 
Louisville, urged the dealers to 
stay in step with the growing do- 
it-yourself trend and to equip 


38 


themselve adequately to 
tomer needs stock-wise and 
wise 

Lewis W. Rush, vice 
of Advertise! Exchange 
York explained tne adval 
a planned advert 
the disadvantage 
vertising 

Selling the 
topic of Charles 
sales manager, 
Nemours & C 
pointed out the n 
ing the customer 


need 
Mueller Speaks 


Russell Muelle: 
director f he Natio 
Hardware iol 

atl nal assoeck 


*natior 


IO! clean compe 
plained the st ng ti n t 
In thi nn ion, Mi 
NRHA 
emploved i Gordon 
ishaw, a former F official, t 
look into trade practices 
Dr. J. L. Brakefield, director of 
public relations, Liberty National 
Life Insurance Co., Birmingham 
was speaker at the _ industry 


luncheon 


Southern Dealers Report 
Rough Competition 


ontinuers 1T 


Ll f nara 
itiet One 
ypical of the 


f the problem 


wholesaler 
competitior 
uthern hard 
percent 


1 each In 


ompetition? 

For a majority 
percent, this is a major difficulty 
and for an additional 13 percent 1 


alers, 6 


a problem at least on some lines 
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Ha ‘ in oo 


‘Id RU BBERAMIEATD 


St. Mary Hardware in Franklin, Louisiana 


increases Rubbermaid sales 63% in one year 


an 
y 


j 
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RETAILER SAYS: 


). kesh H 
| 


JOBBER SALESMAN SAYS: 


l 
cs 


‘\ ‘ \\ ( \ 


RUBBERMAID SAYS: © &. 


Rubber ua 
DISPLAY u 


STOCK 


ilizing extra profits with Rubbermaid 
ioin Rubbermaid uccessful hardware 
n today. Cal 





. 
Twenty-two percent stated that, at 
Sure SI2N 0 Sa PS 0 come the moment, they are having no 
difficulty meeting price competi- 
tion 

A second part of this question 
asked dealers to list those lines 
which give them the most difficulty 

in meeting price competition 
Paint was listed by 15 percent 





re ee lers + 
percent lum £ sup- 

l nae ma 

! 9 per- 

cent, hand tools by 7 percent: and 
steel goods. | wal galva 
nized ware and all hardware bi 
6 percent in each case. Mowers and 
heavy hardware” were mentioned 





in each instance by 4 percent of 
the participating dealers. Othe: 
products listed, but only by a small 
number of dealers in each case, in 
cluded shelf hardware, farm sup 
plies, electrical fixtures, sporting 
goods. and cabinet hardware 

Plumbing Supplies-— Pipes, valves, elbows and lots Though a majority of dealers 
of other fittings are needed to install every Myers water have sought help in solving this 
system. Sold as natural tie-in items, these extra sales bring a suse sory - — 
extra profits. By promoting water system sales, you auto- en ware Seen ee See 


‘ 7 effective action on the part of their 
matically boost sales in other departments. suppliers 


Question No. 4 asked, Do you 


ask your sources of supply for help 





a. y . 
Fixtures— Your Myers water system customer may be in 
the market for fixtures, too. Find out if he plans to use the 


“er - ‘ + in meeting price competition? A 
extra capacity in his new pump for an additional bathroom 


majority, 66 percent, indicated 


or remodeled kitchen. It will be easy to sell him the sinks, that they do ask or have asked fot 
faucets and other equipment he'll need for his home improve- such help. However, results have 


ment project. hardly been impressive. Of this 
- : : — number 51 percent replied that 
Appliances—Backed by consistent national advertising, they have received no help, while 
Myers water systems are known for quality and preferred by 21 percent indicated that they have 
brand-conscious buyers. These same consumers are your best received “fair” to “reasonabls 
prospects for other nationally known big-ticket items. Auto- good” help. Other reporting deal 
matic washers, hot water heaters, dishwashers—all will op- ers gave such answers as: “littl 
erate at top efficiency where there is a dependable Myers cooperation”; “not much help” 
pump to deliver plenty of water with plenty of pressure. very little help not too en 
couraging ; etc 
With competition coming from 
KEEP IN TOUCH WITH YOUR an almost unlimited number of 
MYERS DISTRIBUTOR upens, & Mapery of sennerD 


hardware retailers are taking steps 
Count on him for advice as well as to meet this situation. Following 
service. His experience can help are some typical replies to Ques- 
you in planning an effective related tion No. 5 which asked, Wi 
item sales program. He is a good changes have 
man to know. competition more effect 


Oklahoma—Meet the 


by | 
For full line quality Mote Buyets Buy Myers! _ Texas—Good 


; tee 
Puarantlet 


MYERS V2. 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio 
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“GOING 
T0 
THE 

DOGS” 


pispLaY HODELL DOG CHAINS ror your snare 


In every community... on the farm, in the suburb or in the city 


the dog population is increasing. It's a ready market for 
Hodell Dog Chains... but you've got to display them so your A tern 
customers will buy them. 


Hodell Halter and Dog Chains come completely assembled, with 


steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 


according to size. You can also order Hodell kennel and exerciser 


Te 


~ >< 


chains, dog couplers, chain choke collars. 


ts 
; ex 


For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell ¢ atalog. 


~* tT ae 


2: 


, i ea 
| ! : as 
io 
, = 
> x 


Se ee eS 
>< Ses 


Put this attractive Hodell Dog Chain display where your customers can see it 
They may not want a dog chain when they come in, but they may be reminded that 
the neighbors are complaining about “Rover’’ roaming from home. Each display 
comes complete with 12 chains and 2-color metal display hanger. Assortments 
with attractive plastic handles in red, green and yellow also available 


HODELL CHAIN COMPANY, Cleveland 3, Oh 


Division of The National Screw & Mfg. Co. 


GY, Arey , ; i 


¥ 
Fasteners dL Hodell Chains fe Chester Hoists it 


"ss x 
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Nol in the utensil field! 


This is Revere Ware’s 15th Anniversary Year. 
To thousands upon thousands of retailers Revere 
Ware's spectacular progress to the Namber One 
position in the utensil field has meant substantial 


profits and customer satisfaction. 


Copper on the bottom makes the difference . . . in 
consumer preference and your sales. Millions of 
users have recognized its cooking efficiency. 
Copper spreads the heat quickly and evenly across 
the bottom. (See chart below.) The heat then 
travels straight up through the food, confined in 
the stainless steel body of the utensil. You heat 
the food—not the kitchen. Revere Ware's thick 


copper bottoms are permanent. Won't melt off 


or burn through. And stainless steel stays bright 


and clean—is always sanitary 


You, on the selling front, know and appreciate 
the fact that Revere Ware introduced most of the 
advances that have been made in cooking utensil 
design in the last 15 years. You are also well 
aware that millions of homemakers proudly dis- 
play handsome Revere Ware on their kitchen 
walls—dramatic testimony to the fact that Revere 


Ware has revolutionized utensil design 


Naturally this tremendous success has invited 
imitation of the many valuable features originated 
by Revere. Yet today, Revere Ware is still The 
World's Finest... Number One inthe Utensil Field 





Copper 


Aluminum 


Cast Iron 11.9% 


Steel 11.8% 


*Taken at 100°C., the boiling point of water 
Source: Handbook of Chemistry and Physics —34th edition 


54.2% 


Here's proof positive that Cop- 
per has the greatest heat con- 
ductivity* of all metals used for 
cooking utensils. 











REVERE COPPER AND 


Rome Manufacturing 


ROME, NEW YORK - CLINTON, ILLINOIS 
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REVEKE WAE/ 


REVERE Nol in sales policy! 


Revere has always been first in establishing 
progressive sales policies which provided big 
volume and good profits for its customers. 


Revere Ware's Fair I raded Retail policy protects 
retailers in those states having Fair Trade Laws 
against untair Competition and guarantees a tull 


mark-up 


Lhere is no time limit on Re vere W are s uncond: 


tional guarantee against detects of workmanship 


Revere Ware properly displayed and promoted 
wives vou pereater volume turnover and prot pet 
square toot of floor space 

] 


Revere Ware individually packed ready tor deliv 


ery saves you time and money 


Revere Ware factories conveniently located in 
Rome, N.Y., Clinton, Illinois, and Riverside, 


Calitornia, assure prompt service and delivery 


By contract agreement, Revere pays half the cost 
(up to one full page per month) of all retailers’ 


local newspaper advertising 


Counter and Window Cards, reprints of national 
adve rtrisements, Imprinte d price lists and enve lope 


stuffers are supplied free of charge 


Free electrotypes, glossy prints and mats for daily 
selling and seasonal! promotions are available 


throughout the year 


The Revere Retail Lighted Display Unit X-100 
available at a nominal cost provides a lighted 
(rath building Re vere Ware centre, toincrease sales 

Trained Revere Ware sales specialists are availabl 
throughout the country to help retailers build 
attractive Counter and window displays and plan 
eflective hard hitting mercha dising programs th i 


increase VvOoiume 


Factory trained demonst tors will pre sent active 
cooking demonstrations of Revere Ware in retail 
stores in every market area to build trafhe and in 


qarease sale s 


Revere has spent million 
Revere Ware and conti 
954 with 


Color full-pag 


luo-color advertisements for Reve 


pear in these national madeazine 


Action-packed, sales-impelling TELEVISION mes- 
sages are featured on ‘“‘MEET THE PRESS" over 
NBC-TV's national network. 


BRASS INCORPORATED 


Conpany Division 


RIVERSIDE, CALIFORNIA 
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market. Texas—Cut our profit and try Oklahoma—In some cases, cut 


Texas—Prompt service and con to get more volume prices 
plete stocks Alabama—Display and adver North Carolina—Less profit or 
South Carolina—Using open tising some lines 
displays, and wholesale painters, Arkansas—I mark my mercha! North Carolina—Cut expenses 
prices on paint. Everybody is look- dise at a reasonable price and sell Alabama— Modernizing 
ing for a discount for a profit Tennessee—We are considering 
Oklahoma Mostly u oul Texa setter displa and n é aa ordering department 
rofit advertising Arkansi Shoy for bette 
Alabama Selling competitive Louisiana—Service 
lines as well as quality line Tennessee—Adverti 
Alabama—Quantity buying Alabama—More extensi\ ample n t competitive 
Arkansas—More aggressiveness vertising and in certain cases C1 pri urteous and considerat 
in business price but with far too littl me! ; t ! 
Texas—Improved service, better results to justify the cost and ef Kentucky 
lighting and display fort Texas—We a1 
a complete remodeling 


ise. malntal! 





doubling our sale are: 





creasing advertising 
Georgia Employed 
] 


aiesman 


Louisiana Decreased TV and 


GIVE ‘OUR CUSTOMERS WHAT THEY ASK appliance inventory, sales and ef 
' fort, and increased inventory 
sales, and effort on hardware lines 

North Carolina—Better displays 
FOR — IT'S BAD BUSINESS T0 SUBSTITUTE salesman training, more advertis 
ing. 

Washington, D. C.—Changed t 
brands not handled by discount 
houses 


as 


Home Workshop Club 
ae Promotes Power Tools 
Name brands mean satistaction to your Custom- (Continued from page 26) 


tical demonstrations. “We received 
orders for over $400.00 worth of 
power sanders that night on the 
strength of the demonstration,” 
—— um & 3 mae said Zimmer. “Of course, this was 
they can get from you the brands they know aa eden an, ¥ enna a 
power sanders that I never knew 
- and this helped me close numer- 
and want. Why be content or expect them ous sales.” _ 

For a recent meeting of the 
; store’s workshop club, a promi- 
to be content with anything less? nent manufacturer had a repre- 
sentative on hand to explain and 
demonstrate uses of aluminum a 
a building material to the do-it- 
yourself enthusiasts. A _ display 
containing aluminum tubes, ex- 


ers, and money to you. Let your Customers know 


truded strips, accessories, and in- 
structive literature had been 





ylaced in a prominent location in 
I I 
the store some weeks before the 


demonstration was held 
ran ames Eighteen members were present 
this As the demon- 


on occasion 


The prestige and reputation 
strator began explaining the va- 


of these makers’ brands ° rious uses for which the tubing 
oun ation was designed, questions started 

varantee hi h standards of popping. Extruded strips for mak- 
g g INCORPORATED ine storm windows hed a particu- 
lar appeal. The promise of do-it- 


vourself economies attracted some 


quality. A non-profit educationa 

foundation : 
37 WEST 57 STREET ol 
NEW YORK 19, N. Y. fentt) 


made aluminum storm windows 


the club members who had re- 
itly investigated prices of tailor- 


+ 
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Since 1888 


<< WaLity 


has always created 


VOLUME, PROFITS and GOODWILL FOR You! 








The high quality of every Jackes-Evans product has always 
stood ior dependable, efficient peri rmance, long life, the most 


modern enginee*ing and design and attractive appearance 
idvantages for you— 


All these provide money making sales a 


assure continuing customer goodwill 














Kea Ylo GAS ROOM HEATERS 


This famous non-vented heater has been a favorite seller 
for years. Beautiful designs, highly efficient performance 


Various sizes and finishes. 

















VENTED GAS CIRCULATORS STEEL STOVE PIPE JEMCO woop Heaters 


The newest and smartest addition to the J-E line ytronge onger la g, b 
oye Made by J-E—the oldest shed Steel. A long time best selling iter 
with long lasting, dependable performance 


everal styles-~all of “St. Lovis Blue” Pol- 


Distinctively different in appearance. In four sizes 
pp 
900 to 60,000 BTU's. For all types of 


—from 20 of stove pipe 
gos. Approved by the American Gas Associat 


on 


JACKES-EVANS PRODUCTS ARE SOLD ONLY THROUGH ESTABLISHED WHOLESALERS 


Order Your Pequirements Now 


JACKES-EVANS MANUFACTURING COMPANY 


ST. LOUIS 15, MISSOURI 


SOUTHERN HARDWARE for JULY, 1954 





The ucct 


tion brought 


Nominal dues 
collected from the active men 
‘ each month to defray inci 
dental expenses and to provide fo! 
an occasional social gathering 
which takes place in a home work epail 
hop of one of the member With the « 


° ourself 


Keeping Ahead 
of the Chains 


(Continued from page 29) 
artment 


and alesmanship will sell the of tool uch a 
name brand item. If this were not threading equipment 
true sales of name brand item el pecialty tool 
would not be what they are be made available 
Service, or the ability to give either for r ! 
ervice, is another big advantage 
at the d po al of the ndependent 
dealer 
The word service usuall rete! 
to the repair of products which the 
outlet ell. Actually. the Service 
Department which  goe bevond 





FS pee 


The customer is Rig 
when he asks for. . 


GRIFFIN HINGES 


When your customer asks for hinges —sell him the best — sell 
him Griffin. And when he asks for Griffin by name, you can be 
sure he's right. He has probably used them before and knows that 
the Griffin line of fine builders’ hardware is a quality line . . . finest 
materials, expert craftsmanship, carefully finished « and packaged. 

The Griffin line is fast moving — bringing you greater volume 
ond more profit. 


\Wry 
R] FFIN SJ, Ewerg DOOR NEEDS THREE 
MANUFACTURING COMPANY 
ERIE + PENNSYLVANIA 


REPRESENTATIVES 
LEwis F 





N & SONS 


THE B. S. ALDER COMPANY AUSTIN & EDDY INC 
i Wa ~ “ 


N \ 
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» DEPENDABLE QUALITY 
» GENEROUS MARKUPS 
« REASONABLE RETAIL PRICES 


» STRONG NATIONAL ADVERTISING 


wn 4-I t Plan! 
i e ite paves tl \\ 
ind Cutlery. MARAUPS that 
BOKER. PRICES that cut 
NATIONAL ADVERTISING in Tl 
16.000_.000 reader that send 


I BOKER lres Brand 


STEAK SET 


See us at the 
HOUSEWARES SHOW 


Atiantic City 
JULY 12-16 
BOOTHS 136, 138 AND 140 


CARVING SETS 


nt, ~ 


ASK YOUR JOBBER TO SHOW YOU THE 


BOKER TREE BRAND LINE 


Cato 1s Av Request 


| 
ait e BOKER 
| POCKET KNIVES | TREE QQ BRAND i = wa 


vam UTLE RY ut 


for over * 


H. BOKER & CO., ENC. 


Established 1837 
101 Duane Street New York 7, N. ¥% 
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Manufactured by GEUDER, PAESCHKE & FREY CO. 
1325 W. St. Paul Ave., Milwaukee lL, Wis 
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cs When T. J. Hughes, Jr president of the firm that bears 

his father’s name, talks to a customer about pressure 

creosoted fence posts, he gets pencil and paper and begins 

) to figure. He shows the customer that a pressure-creosoted 

\ 4 post costs about 40 more than an untreated post, but 
lasts four times us long 


Simple arithmetic like that,’’ Mr. Hughes says, *‘is mak 
ing more and more farmers turn to pressure-creosotel 
posts."’ And sales of the Hughes firm bear out the correct 
ness of this approac h. Pressure-creosoted produc ts account 
T. J. HuGues, Jr., president. (right) and his brother, Hug! for about seven per cent of the annual sales 


/_ 





secretary-treasurer, check figures on sales of pressure-creosoted In addition to this personal selling, the Hughes Lumber 


Company uses newspaper, radio and direct mail advert 
ing to carry the story of pressure-creosoted products to 
their customers. And satisfied customers are good salesmen 
too, for they pass the word to other farmers 


products 


4 complete stock of pressure-creosoted posts also ids 
sales. Posts are stocked in six and one-half, seven and 
eight foot lengths with diameters from two and one-half 
to SIX IM hes The iverage sale uw 100 posts 

In this same way, hundreds of lumber and building 
supply dealers are making pressure-creosoted products an 
important item in their profit column. Are you getting 
your share of this business’ 


HERE is one of three racks of pressure 
Cushing yard. T. J. Hughes Lumber ¢ 


other yards in Oklahoma 


United States Steel Corporation 
Room 4404, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in handling pressure creosoted fence posts Please 
send me more information and put me in touch with pressure-treaters 
who produce this product. And include a copy of your new guide 
‘Fences That Pay 


Name 
Address 


City 





. 


powerful merchandising help 


“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


says Ben Catalina of 
Clarksdale, Mississippi 


WHERE WOOD IS USED IN FARM CONSTRUCTION 
SAVES YOU LABOR: Piece coon wotsand wh 


© straght, smooth asy to set And they re then 


ao eeeee ccnare creostes! meet for SAVES YOU MONEY Becnuse its so msistant t UNITED STATES STEEL CORPORATION 


ther type MU steestion poensuse-coonented ne re ‘ a : 525 William Penn Place + Pittsburgh 30, Pa 


t corrals, or any 
u ll find a size that fits your needs exa 


SAVES YOU TIME — Pressure creoseted wood 
struction is trouble free construction Many farmers 


tell about installations of pressure recsoted wood 


U’S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS 


You can be sure of dependable service when you order wood posts and poles which have 
heen pressure treated with USS Creosote. a quality product of the t ted States 
Corporation. For the name of your local dealer, mail the coupon We 


formative literature on how you can save money with pressure creosoted w 


United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 
distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 
supply you with pressure-creosoted wood. Get the facts today on this 
profitable line. 


You've heard about them! 
You've read about them! 
FIRST CLASS 


Permit No. 3117 We sell them { 
(SEC. 34.9 P.L&R ¢ 
Pittsburgh, Po. _ PRESSURE-CREOSOTED fence posts 


ey . ard abx asus i Py te ating 
m eigt anta * © re am t 


rrosoged posts 

















tow 
f 


BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United Stotes 





tung 

fencing itaelf 
Why are 

posts your t 


they are the engineer 


— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 4404 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 


— 








Seine Twine 
Continuous Filament 


| The Linen Thread Co., Inc. 
| 


\ x 


MEDIUM Cs, 











<== / 





HEPA 


GOLD MEDAL SEINE TWINE / ‘ 


SUCCESSORS TO 


AMERICAN NET AND TWINE CO. 


15 


THREADS 








Reet QUALITY SEINE TWINES 


THE LINEN THREAD CO. INC. 418 Grand Street, Paterson a 
103 Mapteweed Avenwe 
Glewcestes Mess 
158 W Hubberd & 


ee ee 
Bot more ) thd 
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tems and selectiy 


I in effec’ tore to buy | 
ome of the estimated volume 
and sales prom how many to pu 
in the country to help h ze of the 

ll his products. It is adve display, when t 

g and promotional help thai ng it will take 

been proved. And dealer tie-in ome in. These 

<a 


with these national promotions will 
prove itself again in plus sale ially they 
every time if properly followed 

These are only the high spots of 
ome of the advantages of the in 
dependent dealers. Each independ tock replenishn 
ent should analyze his own opera lifference between 
tion and compare it on these points 
Further, following this lead he 
hould look for other advantage 
inherent in his business which he 


an excellent 


can use to keep ahead of his local 
chain competition 

Now let us look at some of the 
more common phases of the uu 
ternal operation of a chain store 
and compare these with independ 
ent operation 

Chain stores have to maintain 
a very elaborate stock record sys 
tem. In fact, their whole operation 


“THERE IS NOTHING FINER THAN A DIAMOND” 


DIAMALLOY 
TOOLS 


MEAN 





GREATER SALES Py: : 


One of the most popular lines 


of tools made today. Accepted 
by industry everywhere. Forged 
from special analysis alloy 
steel, each tool is precision 
built to meet the most exacting 


specifications 


ASK YOUR DISTRIBUTOR 
OR WRITE FOR DISPLAY 
MATERIAL FOR YOUR STORE 


DIAMOND CALK HORSESHOE CO. 


4604 GRAND AVENUE DULUTH, MINNESOTA 
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| F- SERVICE CARTON 


tor «iis WEATHERSTRIPPING 
ee HOTCAKES! 


Over = ime HOTCAR ES: 
3) Fears... 


SOUTHERN HARDWARE has 
been a dependable guide to the 
wholesaler and retail hardware 
trade throughout the South. 

Up-to-date information on all 
phases of the hardware business 
is found every month in its pages. 
The magazine has been built on a 


program of service to readers that 


=< "Do It Yourself” 


WINDOW DISPLAY 


COUNTER DISPLAY WEATHERSTRI as 


STORE MODERNIZATION 


CUSTOMER RELATIONS Silent-salesman display carton holds twelve | 
Guardsman Rust-Proof Bronze Weat herstrippin 


SALES PROMOTION and and complete with pee nails Instructic ns 
ADVERTISING coil 

INVENTORY CONTROL NATIONAL GUARD PRODUCTS, INC. — 

EMPLOYEE RELATIONS ETE Cron LINE OF METAL WEATHERSTRIPPING 
SERVICE DEPARTMENTS FOR WINDOWS AND DOORS! 
CREDIT CONTROL 


ACCOUNTING ee ee 
PROCEDURES Rust-proof whit 


metal fastened 
e ASSOCIATION ACTIVITIES moth proot Diack 
felt. Pre-y he 





Plus, local news about friendly 


people and their activities in the 





Southern hardware trade ... a 


feature that no other magazine seach nit 
EXTRUDED ALUMINUM THRESHOLDS 
has developed so fully. Each of 


these subjects is given special at- SS . 


. A oa P £ 
tention in its relation to the spe- = _»5 . i—— 24 





cial needs and problems of South- 
ern hardware men. No. 435, | 
214 1, 


SOUTHERN HARDWARE | 


806 Peachtree St. N. E. Individually wrapped with necessory screws in neat package. 
Atlanta 5 Georgia ORDER GUARDSMAN WEATHERSTRIPPING FROM YOUR JOBBER OR WRITE 


NATIONAL GUARD PRODUCTS, INC., Memphis, Tenn. 


No. 424, Saddl | yin 


J ) 
2 J “ i rik 

] ; j “77 j ” 
oncealed hook included t wide x 7/2” hig 
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Reort 
dealer is figuring advance cover 
ind place mallet: hould try to keep inforn 
factory. The fac wholesaler’'s inventory 
con early orders with long it is going 
ist veal ales and production ks. Many dealers di 
chedules are set accordingly. No nough between salesn 
even the! 


to take t 


member of the group can take all w man) 

the responsibility, and the dealer with a list of their need 

must show the way Indepencent dealers 
If a dealer has bought only 10° achieve the sales they 

and the wholesaler and manufa they develop this buying 


turer have followed his lead, it i and plan 
improbable that he can equal the chedule of replenishment 


their reordering 


pl 
hi 1 begins, it will be too run out, but when you can 
la im to reorder 90 of hi replacements before y: 
requirements in and get deliver: This cannot be done \ 
before he loses some business gram 

Thi ituation multiplied by Starting a ysten 
thousands of dealers is a real prob records and 
lem and probably the biggest rea 
on why many dealers do not show 
ales increast from yeal 
in proportion to what 
facturer 1s enjoying 

Fortunatel 


habits will average 


revious yeal ales. By the time he time to buy is not when 


« 


They Are Boosting 
Builders Hardware 





PROHITABLE “ MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourse/f. Write now to Dept. H-2 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——+ oe 


It signifies the A me 
WORLD'S LARGEST / ‘Y 
MANUFACTURER OF j \ 
HORSE AND MULE SHOES. 

\ jf 
d 
é 
MANUFACTURING CO. 
Joliet, IMlinois 
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' Hey —pick up extra 
profits without 
extra sales effort! 


-stock 


DICKS-PONTIUS 
WHITE WONDER 


Sealing Compound 


This gleaming white 
Oompour 
nas sO many home uses that it 
and profitable ‘‘do-it-yourse 
You dont have to push 
ust put the flashy, space-saving d 
play box on your 


Wonder w sell itself 
COUNTLESS USES! Replacing 


tiles. f ng cracks ir 


around sinks, basins and tut 


ch eye atc 


NATIONALLY ADVERTISED! 


wand" , Popular Mechanics 


se 


1 Popular Science 
- - 


Family Handyman 


Order D-P White Wonder from your jobber now! 
The Dicks-Pontius Company «+ Dayton 2, Ohio 


Alexandria, Virginia « Decatur, Georgia « Dallas, Texas 
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NOW he carries for PROFITS 
the same footballs he 
once carried for TD's! 
..-Draper-Maynard Footballs 


v5 F 
\f~ 


1A 


= He was quit 
-~ ~ s< | gays 
OP ea mae 

~-—% P V 1s < 
c Salle x N 
| ‘ | t 

; 4 

. \ 

‘ ’ 


D&M |} 


TheAyy” VT 
ie ‘u (<2) 


4 


" See the D&M catalogs. 
Ask your wholesaler or write direct 


Draper - Maynard 


Sports Equipment 
Cincinnati 32, Ohio 








New! 


ysVeal-lglet- we 
|= {-%-) Ol ad dlet-le! 
Gas Radiant 
Heaters! 
fae 
You get 


Full Markup! 


tee 
AMAA 
ee 


Model 194 
PRICED FOR SLAM-BANG 
PROMOTIONS, these heat- $ 95 
ers give your customers Suggested 
Retail 
neering and quality construction. Heavy 


traditional Royal engi- 


steel body. Dress guard zinc plated, hearth 
plate finished in high-heat tan silicon. Solid 
color clay backwall with high gloss finish. 
Royal Lifetime burner, genuine Royal radi- 
ants. Natural or LP Gas orifice 


SPECIFICATIONS 
Mod Shpg BTU No 
No wt Input Rads. H Ww D 
194 25ibs. 16.000 4 1842” 15 812" 
195 32\bs. 20000 5 18 —” wm 
Model 195 


7 95 





Suggested 
Retail 
.— 5-Radiant model 
boasts same fea- 
tures described 
above. Order now 
from your jobber — promote these quality 
heaters and you'll have a sellout... with 
full profit on each unit! 


A. G. A. Approved 
for Natural or LP Gas 


Gas Heaters 
CHATTANOOGA ROYAL COMPANY 
Chattanooga, Tennessee 





ited the store 


en opportunitie 


the 


promptly 


“home-own- able 

how Wa public ‘zed by 
10,000 piece direct mail 
Throughout the da ne 1,506 
home-owners prospective 
home-owners in tl rea came t 


talk over their home improvemen 
ind remodeling oyects 
Wi 

of tne all I I n 
only to discuss and help custome! app! 
with such problems as the finish- ment 
ing of attics, construction of base- I 
ment rooms, wall repanelling are! 
creening of porches and othe! 


home improvement projects cus- 


f 


tomers had in mind. A draftsman 
from the building supply depart- 
ment was on hand sketch plans 
where there was ! t, and 
Hood and hi personn | assisted in 
estimates on builders hardware. In 


the four-week period folloy 
event, a 10 percent 


ers hardware sales was apparent 


nt 


Greater gains are an the 


icipated as th 
company embarks upon a direct g1 
ment 


“At 


mail program designed to contact 
10,000 home-owners in the vicin- 
ty every three months 

‘We believe that the sizable sales 


t 


} | 
increase in other adepartme! also 


floor 
can be attributed to builders hard- onstri 
ware,’ Hood said. He indicated the total 


rise in sales of hand and powe! 
tools, electric fan li ing fix- to Me 


ures, glue, sandpaper, molding 
paint, etc. that have developed as 
the result of expanding sales ne! 


builders hardware department 


Cc 


Spée aker 


Burge exper! 


llance 


them at 


they sell 
Th 


tant 


t Brow h of 


He 


a con’ 
who said that the 20 pe 
cent of appliance who hav 


samples hooked up 


ition 


U.S 


was not n 


+} 


ar tna 
Even whet 


appliances on 


f +} } 
) ul 


f 


appliances were 


demonstrati 


° do it, 


Appliance Department 
Made Self-Supporting 


(Continued fron page 35) 


Burge considers it absolutely 
ssential for the hardware mer 
hant to be independe nt 
field of mechanical servi 

the service 

irge Hardware and Appliance 

ervices all appliances sold, with 
the exception of | sion sets. Be 
cause of the techni 

both more sati 

nomical to ar 
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the electric fencer that... 


WEEDS 
WON’T — 
SHORT! 


TROJAN 
SAW 
BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, 
Fret, Scroll, Hack, Machine 





ee wand you'll make 


710° PROFIT 
PARKER MFG. CO. IIIf 
WORCESTER, MASS PER SALE! 


More profit on 


HOUSEWARES 


with these 
high-quality 
fast-selling 


BRUSHES 








Insist on TROJAN by name 





























Put this good-looking dis- Ail The Sere { 
play of quality household { to control your 
brushes in a good traffic ‘ Stock 





spot and watch your brush 
sales climb. Profits, too 
—not just 3314°%, but 
a full 374°, —for you. 


colorful merchandise 
played R. E. ZIMMERMAN & SON © Factory Distributor 
’ - . ’ e ; ; Ww « 


Kellogg @ Brushes ) 


famous name... famous brand | 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 
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n hon 
“Ev 


ne ol 


en 
plugged 

trate 
demo! 
mact 
fle 

Ww ¢ iont Keep oul boxe cold 

plugged in so the 
ten Nor do we 
ranges all hot. But 

‘hot’ all the time 
best way to demonstrate a 
we find, is to take off the 
that come off, take out the broiler 
and show how easy it is to clean 


Lhe can be 


pect can 1} 


}i 
one of 


And the 


range 


KOC p 


them 1 


piece 


“There are, of course, techniques 
uited to all demonstrations. The 
most important point, as I see it, is 
to have the appliance at all times 
in condition to demonstrate on a 
moments notice 

On the Burge display floor were 
four washers and one dryer, all 
connected for operation, and a col- 
lection of clothing there indicated 
a recent demonstration 

Also connected, in addition to 
range, were an ironer and the 
hood that vents undesirable 
approximately 20 tele 
on the floor, one was in 
least 10 others 


one 
range 
odo! Of 
vision sets 


operation and at 


be plugged 


Jack A 
appliances unde! 
tance 


An 


ance 


individual 
was attempting lt 
ibilities of a full 


time 


respon time 
sell major 


had bought « 


and, in spare 
pliances which he 
right. He found 
impossible and 
fixed fee on 
would sell the sn 


this 
Burge a each ap 
ance if Burge 
tock 

They 
found relish in selling applian 
He also found that the Dallas « 
tributor for a manufacturer 0 
of the leading lines had heard 
the Burge performa! 
Needing a dealer in Fort Worth 
distributor sought out Burge 
took the franchise 


° 


made a deal 


sales 


Woodruff's 
Streamlines 


(Continued from page 32) 


something doesn’t sell in one pla 


it can be moved to a better loc 


double-du 
proposed to pay 


and Bu 


; 


pli 
i] 

all 
re 

e 


| } 


one 


f 


ict 


the 


whi 


ct 


a= 





MAKE THIS YOUR BEST YEAR! 


STOCK 


Painters and home-owners prefer safe, 
sure Tandrotine for thinning paint, en- 
amel, or varnish. Long leveling. High 
flash point. Promotes even flow. Slow 
drying. Has a pleasant odor. 


Tandrotine is also superior for many 
other uses such as cleaning brushes 
and removing grease and wax. 


Stock up now and enjoy more sales 
extra profits. 


Order from your jobber. 


Economical! 
Proven in Use 
The Preferred 


Gallons 
Quarts, Pints 
Half-Pints 





TURPENTINE & ROSIN FACTORS, INC 


SAVANNAH GA @ E11 PASO TEX 
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D. C. HORNIBROOK LAWRENCE J. BALDWIN & SOP 
E. L. HORNIBROOK 306 Carondelet Bidg 
Box 176, Avondale Estates, Go New Orleans 12, Le 


, “ 5 ‘ 
SEE os» te ee PREC hed Pie Lae 
5 $ +t ; mye > 
~~ gel: 
; - 


rw 1 


EeaER = MAS SH 


Wo: 





on the expanding home use 
demand for SEALER 900 


There's 

water leaks! 
Easy-to-use opr 

for $1.35. O 

boat leoks now $s 
market acked by national ads, 

po nt-of-sale display literaty 

turnover, repeat sales — sell Sealer 900 
MARPROX profit-mokers 


Many 
household uses! 


Seals leaks around 
sinks and tubs n 
shower stalls 
window lights 
basement floors and 
walls cor, station 
wagon ond trailer 
windows form 


ond other 














buildings, etc 


Order from your jobber or direct 


MARINE PRODUCTS INC. 


41 HIGH STREET OSHKOSH, WISCONSIN 
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FASTER: 


TY Ta 


o si FASTE 


“Ow ro seu FASTENERS FASTER § 


Your source of s 

whether ou {os 
y 

a new one A+ 


may be filled ir 


Quality gains ne 
old ones back 
with quality 
ana appeadrar 
fasteners. W 


eral Spe cifications 


Phillips or 

available fl. 

stee! brass silice 

num and “stainiess steel. 
Steel Stove Bolts in r 
nead style 


WOOD SCREWS «+ STOVE BOLTS 


— 


Write for new wood ew cotclogue. Somples free upon request. Box 1360-5 


SOUTHERN SCREW COMPANY 


Statesville, North Carolina 
FACTORY WAREHOUSES 


New York, N.Y . 
Chicago, |! 2 Dalles, Texos 


Los Angeles, Calif 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 





Effective Use Made orat area behind the dl play 


. “Either way 1S. Satisiact 
of Wall Display Felder aid This method of di 
tj playing hardware has increased 
our sales volume. While this mer- 
chandise could not be called ‘im- 


(( f ‘ ro? 


pul e items, people, upon seein 
ie! of this busi- them, are reminded ol thei: 
| they ke 
observation that lo overcome the too frequent 
Nn naturally look around rror ot displaying together total- 
instead of down. Well-designed y unrelated items, island type dis- 
wall display shelves and fixtures play fixtures were included in thi 
emerged as the answer to the remodernization program used = Slight Increase in 
tore’s particular requirements for trictly, however, for the display Personal Income 


display space. But not wall shelv- of related merchandise. These is- 

ing in the traditional sense. As pic- and display fixtures are conven- RSONAL INC( 
tured, display units were built to iently spaced throughout the store he first qua 
resemble a wall, but actually were In addition to its city trade 

placed approximately five feet out the company attracts numerous 


re mode 


pt needs.” 





from the wall. Thus, space wa rural customers 

made available for inventory be- “We cannot say that one is bet- 

hind these wall di play than the other,” Felder said 
This wall display, or display ut many items that appeal to 

board, is 90 feet in length, divided, rural customers are of httl 

in turn, into three sections with terest to city dwelle Instea 

an aisle between each. Store sales- rying to sectionalize 

men may sell merchandise from one part for 

the “board,” replenishing the dis- country trade 

play from inventory stored be- the island fixtures, 

hind, or they may leave the dis- customers to shop the entire 

play undisturbed, obtaining the This alone has accounted for par 


selected merchandise from the of our increase in sales volume 





Strataflo.. om 


a 


<> 
- » « FOR STEADY PROFITS 
A fine product is the primary basis of a sound business .. . 
that’s why you'll build steady sales with Rogers Glue — the 


glue with a “gorilla grip” a ton of strength in every drop 
Its purity, clarity and excellent adhesiveness are the result of 


\ 


\ 
— 








the exclusive use of quality materials in its manufacture, Once 
used, customers inevitably come back for more. 


Important extra aids to build your Rogers Glue business 

Rogers’ policy of selling Rogers Glue exclusively to hardware dealers 

means more money in your pocket. Your glue business is protected from 

competition Rogers Glue is never sold by group buyers, chain stores or an L POPPET 
mail order houses ustomers return to you 
for their glue needs 


Regular national advertising in numerous 

p high-circulation magazines tells customers 
© about the fine features of Rogers Glue 

sends them to you to buy Rogers Glue 

Your sales are steadily built by satisfied Patented. flexible Monel 

users stimulated by new buyers of 

Rogers Glue Metal Poppet cant leak. Set 

A fine product constant national advertising ld } ‘ - 

price protection all this adds up to big cold or hot water or ste 

sales and steady profits for you prec e brass she I] Seve! 

Order Rogers Glue today through your jobber . oe 

or by writing to Write for Bulletin 204 


R oO G b R s Order from your Jobber 


Pre, An ISINGLASS & GLUE CO. STRATAFLO PRODUCTS, INC. 
"per Square Inch GLOUCESTER, MASS. FORT WAYNE 1, INDIANA 
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New Wedge Assortment 


A new packaged ‘ ment of 
weds t De KI VI tl \ : 


Ch 


7 


vi 


Red Devil Tools 
Irvington, N. J. 


. 


One-Hand 8T Cutter 
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AND SALES PROMOTION AIDS 


Round Chain Companies 
Broadway and‘ Chaincraft Road 
Cleveland 5, Ohio 


> 


2-Way “Hex" Shank 


bly 


H. K. Porter, Inc 
Somerville, Mass 


om 


ain Packaging 











The Irwin Auger Bit Co 
Wilmington, Ohio 





Pi d Nut W ch New Cord Package 
penigeiangiaD pees MIXES IN COLD WATER! 


manufac CONSUMERS 
PATCHING 


PLASTER Patching = 

ea ce | i 

{ ~~, ‘ x | 2 . 
es odes == JI 


because it... 





1. Needs no sizing 


Mixes white in cold water 


Knits quickly to old pl« 


2 
3 
4. Will not check or shrink 
5 


. Does not peel or crack 


®@ Available in 1, 2% and 5 Ib. cartons 
2, 5, 10, 15 and 50 Ib. paper bags; 10C 
and 300 Ib. drums 

Addit 


ion to thi n in the lea 
futur Vill be t . wckeren ofa It i jesirable for counter display} . 3 
lo teel and allo auto for shelf stock or for bir the manu paeeeeeneaneen 
matk it Te th I I ture! tate *rintu ‘ V al 
‘ ” } 








ORDER FROM YOUR WHOLESALER 


OR DIRECT FROM US 


rh ¢ 


Trig-O-Matic Tool] Corp. John H. Graham & Co., Inc. 
Chicago 5, Illinois New York 8, New York CONSUMERS GLUE CO. 


1S1S N. HADLEY ST. $T. LOUIS 6. MO. 





New Display 


FULL MARK-UP! 


Compound 
Lever 


SNIPS ) 
Guaranteed More : S N | Pp 5 GLAZIERS’ 
Work With POINTS 


Less Fatigue Far Better... By 


Actual Work Tests 
00 AOE a: 


FREE 
DRIVING 
TOOL... 


| " : LM : New displa 
PROFESSIONAL ; box containe 
PRUNING bones of Red 
SHEARS Devil zinc 
Fully Hot Forged Pass Thru FREE Money Making Display FREE drivine t 
and Anvil Types Rack, No Charge With 12 Pop- builder t 
ular Snips, Retailing at $23.00. NOW 





A product of 


Red Devil Tools. 


Call your wholesaler - or write ' Too! and Cutlery Co., Sturgis, Michigan i. irvington 11, N. J. U.S.A 
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Semi-Automatic Shotgun 


st! , } 
vV¥ lrie 








Southern Screw Co 


Statesville, N. C 


. 


Table and Chair Set 


Olin Industries, Inc. 
New Haven 4, Conn. 


+ 


Steel Stove Bolts 


~ 


South Be 


nd Toy Manufacturing Co 


South Bend, Indiana 


: 





IG 
A NEW PRODUCT ° A NEW DES 


, 


SLIP-ON 


RECOIL PAD 


FITS SHOTGUN OR RIFLE STOCKS LIVE RUBBER RIBS 


Every Gun Owner is Your Pros- 

pect for this new natural Ries 
rubber slip-on recoil absorb 
This high quality product is made 

in three sizes sma medium, Retail 
large and in red or gunstock 


brown rubber 


Available now, through Sporting Goods Jobbers. Manu 
factured by Pachmayr .. . for over 70 years a name famous 
among Shooters everywhere. Makers of punmanenity 
installed recoil pads Lo-Swing Scope Mounts POWer 


PAC shot control and other gun and shooters’ accessories 


oO 


PACHMAYR GUN WORKS, INC. 


1220 SOUTH GRAND AVENUE, LOS ANGELES 15, CALIFORNIA 
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oer. 7S KEEP GUN POSITIONED 
y boxed in 
x 


ALES BUILDER. 





EXCLUSIVE 


Absorption Baffle Design 


AIR POCKETS 
ACT AS SHOCK 
ABSORBER 


CUSHION RECOIL 


$ SLANTED TO 








Set your sights 
on BIGGER PROFITS! 
Sell 


... the only complete line 
of nationally advertised 


Victor Majestic — Life-size, real 
istically finished Tenite plastic. In 
ternally weighted forsmooth riding, 
shot holes easily repaired. Adjustable 
all-position head. 6 species Deluxe 


Oversize model also available 


Victor Veri-Lite — Light, tough 
molded fiber, painted in true-to-nature 
colors. Self-righting; thoroughly wat- 
erproof, Movable head 
can be permanently fixed 
inany position, 9 species. 


' 
Victor Field — NEW three-dimen 
sional molded fiber shell, authentic 
“feather-finish’’. Adjustable head, 
wire stake. 3 species. (Others avail- 


able on special order 


Victor Goose — Full-size molded 
fiber field decoy, convertible to water 
use, Adjustable upright and feeder 
heads. Authentic glass eyes. 3 species 


Victor Wood — (not illustrated 
Realistic, ‘‘feather-finish”’ on selected 
wood; oversize. Lifelike glass eyes 
Now Equipped With Adjustable Tenite 
Plastic Head. 9 species 


Fast-selling accessories 
you’ll want to stock: 


Victor Duk-Tone and Victor Cro- 
Tone calls — both equipped with lan- 
vard; also anchors, balance weights 
Order the complete line of Victor 
decoys and accessories from your 


wholesaler — NOW 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 


64 





Screwdriver Display 
‘1 





Upson Brothers, Inc. 
Rochester 14, N. Y. 


4 


. . . 
Fish Knife Display 
A new display featuring 
types of fish kniv 
le. The prices of 
range from $1.19 each 
bladed stag handlk knife 
each for the deluxe stain] 
two bladed fish knife 


played on newly i¢ 


Camillus Cutlery Co. 
Camillus, New York 


e/ x 
fA 








MFGRS. REP. FLORIDA & S. E. 


SOUTHERN 
HARDWARE 











Coverall Plastic 


Warp Brothers 
Chicago 51, Ill. 





LANTERNS 


R. E. DIETZ COMPANY 
SYRACUSE 1, N. Y. 
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Pull-Push Rule 


Stanley Tools 
New Britain, Conn 


° 


E STANLEY, 10 Ft. PULL-PUSH RULE Painters’ Cutlery 
| eee om WO) 
; — 


1 


Red Devil Tools 
Irvington, N. J 


° 


Compound Lever Snips 





Flite Haster products ty don’t buy from pictures... 


GYM SETS — TEETEROUNDS , SEE PV ste Waite 

SANDBOXES — SLIDES \ ae compare it... Q 
PLAYTIME TABLES = and 

: , | you'll 

as i AP: hol) oad BUY IT! 

your ‘ Bia , a 

favorite ; ‘ wa 

jobber a. 


for SUPER DELUXE FD 51-5 


CONSOLIDATED METAL PRODUCTS COMPANY * CINCINNATI 2, OHIO 








< TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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$3.80. No. 6716 ha 
of 10%”: length « 
ard pack, 10 h 
lbs.; handle finish 
is $4.25 


Midwest Tool & Cutlery Co., Inc. 
Sturgis, Michigan 


. 


New Camp Stove 


A new camp stove that offer 
ible automatic gas cooking 
ience outdoor l available, 


Prepo Corp. 
Edgerton, Wis. 


© 


Bolens Products Division 
Garden Tractors Port Washington, Wis. 
* 
For small job 1 vard nd gat 
en — is nn s ie one-wh ed New Catalogs 
andl o tracto iown illat 
with two engine 
h.p. With natural ] 
handles, finger-tip contr 
throttle and stop switch 
Ince ind pivoted tool 
cy, the Handi-Ho i 
irden anda sI 
K many attachm 
P tandard equipped 
nged weeder am 


paePe, Also in their line 


fuse 


-_ 


Hillerich and Bradsby Co. 
Louisville, Ky. 








PAP AMERICAN CHAINS GamE DISINFECTANTS, INSECTICIDES 

ACCO for Farms, Homes, Industry y enain AND CHEMICALS 

products and Transportation : 
, SHEPS BARNYARD FLY SPRAY, READY TO USE, kills stable, horr 


hog ce 





ond house flies, mosquitoes, gnots 


for Steady Profits all year 'round— Contented cows give more milk 
SHEPS cornered SPRAY, FLY KILLER, Ready 


Buy AMERICAN [ysiwool | | ser3 nouseno.o sray. rey 
Display AMERICAN sar Tock cota 0 Nota ao 
in this sales-making Stand ee sie Gone Gnmneiien. Gredetan. dat 
Acco Sell AMERICAN maamay | | "7.72" 
4 order from your AMERICAN CHAIN wholesaler " m( SHEPS ORY DIP OR DRY INSECTICIDE 
Distrinuted by Wholesale Hardwore and Drug Jobbers 


American Chain Division 
Shepard Ramenetasten, 1126 N. 11th St., Omehe 2, Neb 


AMERICAN CHAIN & CABLE ie anager etnaamecetigsd Paacrste 


York, Pennsylvania * Bridgeport 2, Connecticut 


+ 




















W. R. C. Smith Publishing Co. 
A PACKAGE WITH OOMPH Department SH-10 


_ Tremendous appeal to Practical Carpen- 806 Peachtree St., N.E 
ay ters—Do-It-Yourselfers—and Shopmen. Atlanta 5, Georgia 

Outsells everything for Arts and Crafts use. 

GLU-BIRD® REFILLABLE GLUE GUN Please enter my subscription to 

32 PLASTIC. NO Gooey Glue Sticks, Hardened 

3a \ Brushes, Sticky Hands. A time-saver — puts glue 


SOUTHERN HARDWARE for 3 
years 

where wanted. Long lasting. Won't break. Won't 
spill. Keeps Glue Clean Double Size Refills Name 
WILHOLD® is a clean liquid cold glue. White P. O. Box or 
when applied. Colorless when dry. Odorless. Non- Street and No 
inflammable. Gives Hard & Soft woods — Tile — 


Formica —Masonite—Paper—China—almost every 
thing. Contains ORTHONOL. Grabs quick. Sets fast 


SEE YOUR JOBBER WRITE FOR SAMPLES & LITERATURE 


ACORN ADHESIVES CO., INC. ‘°° 2yictte®,2" CAH saiaabhiaeae 
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FARM EQUIPMENT 


806 Peachtree St., N.E. 
Section of SOUTHERN HARDWARE Atlanta 5, Ga. 
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NEW ‘tuskor-Shetter 


...WITH LOWEST FEED HOPPER ON THE MARKET 


® Strong, compact, light-weight de- 
sign makes unit easily portable for work 
at crib, feed lot, barn. Choice of trailer, 
tractor-mounted, skid models. 


® Sheller feeding height is only 32 
inches from ground . . . eliminates any 
high lifting or strain. Hopper is non- 
choking and adjustable. 





Has Bushels-per-Minute Capacity 
...Delivers Triple-Cleaned Kernels 


New shelling principle provides amazing capacity, yet han- 


dles any kind of corn—hard, soft, large or small ears of 
southern or northern varieties. Complete shelling and sep- 


aration of cobs and husks from kernels assured by new 
Three-point hitch model hooks up to all popular-make 
d bal d Anti-fricti ball b . tractors ... drives from power take-off. Can be raised for 
mounted on Dalance Mor, £ : ~ é Pe s are 

aces soter nti-triction be ay ane fast transport... lowered for easy on-the-spot shelling 


type of wide-surface cylinder bars with reversible teeth 


self-aligning . . . pre-lubricated and sealed for life. Cob 
stacker can be set to discharge at any position. Self-cleaning 
corn thrower easily changed for delivering shelled corn to 
bagger, wagon box, or bin. Kernels cleaned three times by 
controlled air blast, adjustable dust-chute ramp, and full- 
length sieve. Competitively priced. 


Inquiries from dealers invited . . . ask for pictorial folder. 


Full-length sieve assures completely cleaned shelled 
corn. Cleaning fan sets up air blast through vertical stream 


of corn to remove dust and chaff. 
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During the busy season the com 
pany employs 12 mechanics 
eight of whom specialize in the 
servicing and repair of cotton 
pickers. Each in turn has two 
helpers assisting. Of 120 cotton 
pickers in the territory company 
stores 100 for the owners, and 
of this number services about 60 
of the pickers 





They build 


extra volume 


ervicing Cotton 


By S. W. Ellis 
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A large lot behind the company building is devoted exclusively to cotton 
pickers. Here, company mechanics and helpers overhaul a machine 


allowed to freeze. If the machin 
needs cleaning and servicing an 
extra charge is made 

Because of the danger of rust, 
steam cleaning is not recommend- 
ed unless the machine is serviced 
and greased. But Nash points out 
that in this territory a cotton pick- 
er usually needs steam cleaning 
and minor repairs at least every 
other season. Service charges fo: 
this range from $100 to $500 

Before the cotton picker is de 
livered to the owner, it is checked 
completely for all defects. To op 
erate efficiently the picking mech 
anism has to be in perfect condi- 
tion as the farmer well knows 

“The cotton picker is the onl: 
machine the farmer can't work 
on,” Nash declared “He doesn't 
have the equipment. If he has been 
thoroughly instructed by the deal 
er when he buys the unit he 
interested, you may be sure, in 
having a machine that has cost 
from $8,000 to $10,000 given in- 
telligent care during the _ idl 
season.” 

The Nash repair shop is well 
equipped to care for cotton pick- 
ers, and customers are encouraged 
to loek at the special testing de- 
vices and to watch the skilled me- 
chanics at work 

During the busy season 12 me- 
chanics are employed. Each me- 
chanic specializing in this work 
has two helpers assisting him 
bout eight men work only on 
ton picke1 And the wages the 
earn, from overtime, are so good 
that most of the men are eage) 
to return each season. The expert: 
remain on the job throughout the 


year 


70 


Nash emphasl: 
till to be solved 
have thei: 


needed 

chine 

a salesn 

suggested 

postpone 

the 

Live 

charge 
parts, 
ding the 

> work.” 


_ In the case 
Sat oe, 

~~ , picke rs the 

a. = 


a 


mounting the c¢ 
tractor, removing 
the season, and tnen convert 
the tractor on 
the farme! 
work himself 
When repairs a 
mechani er Is mounted 
can be de- pindles and bushi 


into a s} } in the re- and the machine 


rly 

otton p ! According- inspection 
n watche 

teach n I pel Cotto pl 

the \ ‘ up heavily) 
forts. A 


ton P 


iA 


I 
tt 


all 








Company has a minimum charge of $5.00 a month for storage of cotton 

pickers, If machine needs cleaning and servicing an extra charge is made. 

To encourage farmers to have repairs made well in advance of seasonal 
use, all receive a personal visit from firm representative 
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A report to you about men and machines that help maintain International Harvester leadership 


8 McCormick 


CORN PICKERS and SNAPPERS and 
for EVERY grower’s needs! MN J - 
YI ™ 





McCormick No. 2-PR picker 


McCormick 34HM-20 picker 


ly clean husking and capacity 
yielding hybrids is the McCormick 


es 
bl 


yunted two-row picker sed by 


nan any other picker f its type ormick C-] picker 


Five new models bring the complete Does he want to snap his corn? Ae A 
Met & EN 


ormick line of corn harvesting New one and two-row models intro 
= 


¥ ~ 
machines to eight pickers and snap duce a new snapping principle for ) ¥ 
pers, including a sweet corn picker putting ears in the wagon with husks \, q 
Again, IH dealers scoop the industry undisturbed \ . 
in ability to supply every customer Does he want to end the ad 


| iborious 
nd prospect with the exact size and 


) Cormick HM34-21 snapper 
task ol picKIng sweet cor! by hand McCormic 2 PF 
pe of equipment needed! The new McCormic} weet corn 


the customer want excep picker is his answer l 
capacity for cleanest husking The completeness of the McCor Ps < st 

ielding corn? He has a choice mick line of corn pickers and snap + aaa 
mie So! mounted ind | ull pers is inother exan ple ot Interr i AY ih 


)-row pickers tional Harvester’s continuil 


lent picking on program of product development 
He can select and improvement to make farm work 
one and two-row easier and the farmers time more 


kers with many productive y farmer is a pros 


pect when you i a er 


, 


ig INTERNATIONAL HARVESTER 





ster prod s poy for themselves se M . quipment 


nite Ref 
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another reason why 
you make more profit selling 
DEMPSTER WATER SYSTEMS 


You never need send 
a customer away, whatever his water supply 
problem may bej—there’s a Dempster pump 
to answer it. You need not train sales and 
service personnel on two or three different 
lines because Dempster pumps cover the 
field. You carry a lower inventory of parts 
because many Dempster parts are _ inter- 
changeable and delivery is prompt from 
8 Dempster branches. All this adds to more 
profitable operation 


has 
the highest efficiency, most rugged construc- 
tion and newest design that Dempster’s 75 
years of water supply equipment engineer- 
ing and manufacturing can put into it. From 
the simple, sturdy Dempster windmill to the 
latest in deep-well submersibles and multi- 
stage jets—Dempster has a better pump for 
every purpose 


write Dempster 
Tevelo Ae lile Me (MCMV Mellel t Mel Mii ce] tle] +) /- 
DEMPSTER DEALER FRANCHISE 


— M 
E | DEMPSTER MILL MFG. CO. 


BEATRICE, NEBRASKA — 


oo — 
AM LL BMR | Brorh worehoves ond offices in Omoho, Nebr Kens 
Ss. DO Denver Colo Oklahoma t 


Sioux Falls 
San Antonio, Tex 


SOUTHERN FARM EQUIPMENT Section for JULY, 1954 











e ¢ @ 


is for Applause 





OW, as most of us know, the farmer isn’t a par- 
Which is to say 


that he accepts most things and events with what you 


ticularly demonstrative fellow 


} 


might call a quiet philosophy. And when it comes to 


making an appraisal—whether it’s a heifer or a new 
piece of machinery— it's a pretty rare farmer who is 
careless with either his Oh’s and Ah’'s or his flatter 


ing adjectives. 


Still, every so often some big news comes along— 
like the announcement of the new John Deere Power 
Steering—and then even that philosophical armor 
of his can’t hide his enthusiasm. You can detect it 
easily. For, to the farm equipment man, that gleam of 
approval in a farmer's eye is as bright as the Milky 
Way, 
the applause at a Carnegie Hall concert. 


and his silent nod of satisfaction is as loud as 
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And, of course, it’s perfectly natural that farmers 
everywhere are applauding the announcement of 
new John Deere Power Steering. It's the biggest 
news to hit the row-crop tractor field in years. To the 
farmer it means new freedom from steering effort, 
new freedom from driver fatigue, and safer, faster, 


more convenient tractor operation. 


Which is all in line with the continuous John Deere 
policy of supplying the farmer with the quality farm 
equipment he needs to carry out his operations best 


at greater savings in time and effort 


JOHN DEERE « 


Moline, Illinois 


ity Farm Equipmens Since 





By Ross L. Holman 


Their Specialty — — 


Outside Selling 


eee THE blistering a ip brings $500,000 annually from 


which affected the area in 
cent years, sales have continued farm equipment and allied lines 
aut an annual rate in excess of a 
half-million dollars for the Bal 
win Truck & Tractor Co., farm 
equipment dealers in Hopkinsville be el 
Kentucky 

The company wins this kind of 
volume by keeping two full- and 
one part-time salesmen canvass- 
ing the trade territory in an effort 
to give farmers something of a 
“Baldwin Co. complex.” 

Each of these three salesmen, 
using his own particular selling 
technique, specializes on a certain 
line of merchandise, but no sale 
man is barred from selling any 
thing in any line if he stumbles 
on a prospect who is ready to be 
led to the dotted line 

Ike Garrett’s job is to sell trucks 
and refrigeration. C. R. McGhee 
pushes implements. Mack Harte 
is the part-time field salesman 
who concentrates on appliances 
and devotes his non-selling tin 
to servicing them 

Whenever, McGhee, for exampl 
gets ready to canvass the terri- 
tory, he puts a driver on one of 
his new tractors and follows the 


Above, J. E. Baldwin 
and service-salesman, 
Mack Harte, right, 
explain merits of 
freezer to a farm 
customer and his wife 


Left, Harte and help- 

er unload a trade-in 

freezer from the serv- 

ice truck. Harte con- 

centrates on appli- 

ance sales and trade- 
ins 
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Salesman C. R. McGhee and assistant look on as prospect operates tractor in his own field 


Baldwin and third salesman in the 
company's trio, Ike Garrett, show 
farmer the complete recondition- 
ing job they have just completed 
on his tractor, including painting 
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The Best 
Corn Picker ideas 
of 3 Decades 
rolled into one 





(NEw]pea 


FARM EQUIPMENT] 


Two Row Corn Picker 


They have to be good to be consistent FIRST PLACE WINNERS In State anc 








SS a Ur UL 6 ee 


Floating Points 


Triple Gathering Chains 





From famous New Iota float 
ing points to the b ggest husk 
7 bed of any mounted 
picker, this machine is 
1 for f sf, cle an one-mec 


ofion 


NEw [pEa 
FARM EQUIPMENT COMPANY 
VCO 


COLOWATER, OHIO, U.S.A 


ational Corn Picking Contests 


10 Roll Husking Bed 


Fr 


sS So 


Nine Safety Ratchets 


d 
Clearing Rolls 





Erskine Announces 
New Hay Bale Loader 


° 


Massey-Harris Issues 
Combine Catalog 


? 





Will “hard selling” in 1954 confuse prospects for water systems, 
water heaters and softeners? Will they be eager for the gadgets and 
“deals” they get when they buy other types of products? 

NOT THIS YEAR! Mr. and Mrs. Homeowner will be more concerned 


about getting a dependable supply of running water for many trouble- 
free years to come. QUALITY WILL BE THE DECIDING FACTOR! 


For dealers who sell Fairbanks-Morse water systems, heaters and 
softeners, 1954 will be a WONDERFUL YEAR! Here’s why: 


1. More buyers are buying quality for 
the long pull. 

2. The high quality of Fairbanks- 
Morse products has been known to 
Americans on farms and in cities 
since 1830. 

3. Quality in manufacture and de- 
pendability in performance will be 
stressed in Fairbanks- Morse 1954 ad- 
vertising. On the opposite page is one 
of the ads which will carry the quality 
story to 51 million readers of leading 
national magazines. 


4. Fairbanks-Morse again will pro- 


(Ai) 


-” FarRBANKS-MORSE 


@ name worth remembering when you want the best 


vide a strong inquiry-producing cam- 
paign in State Farm Papers. 

5. Fairbanks-Morse again will pro- 
vide free, or at cost, many direct mail 
and point-of-purchase aids. 

6. Fairbanks- Morse dealers can guar- 
antee any Fairbanks-Morse product 
against defects in workmanship and 
materials—and Fairbanks-Morse will 
back them up. 

7. Fairbanks-Morse’s 38 branch 
offices assure dealers of prompt de- 
livery of products, and replacements 
and repair parts. 


Have y* 





Sirm name 


WATER SYSTEMS © GENERATING SETS » MOWERS + HAMMER MILLS ¢ MAGNETOS 


PUMPS *« MOTORS © SCALES « 


DIESEL LOCOMOTIVES AND ENGINES 


SOUTHERN FARM EQUIPMENT Section 


We want ™ pes nta 
ut represe 


facts abé ut your } 
tive ca" 





y re" =, 
* FRIABANKS MORSE | 
Aatomalt J 


<~a¢ Cor 
Mr gust a 
et 





QUALITY IS YOUR BUY 


' , 
Fairbanks-Morse water systems, heaters and tinue to give satisfaction lon ifter the origina 


water softeners are built to quality standards price is forgotten 


that vive years ot trouble-free service and low y our local I urbanks Mi rsé ds aler will be 


1 ’ ' 
maintenance costs. glad to show you q ality Fairbanks. Morse & 


It is common sense to buy products that con- Co., 600 S Mi higan Aver 


yy, 
‘) FAIRBANKS-MORSE 


( a name worth remembering when you want the best 





r 


TEMS «© MOWERS * MAGNETOS © PUMPS © MOTORS «+ SCALES «+ DIESEL LOCK T : nd ENGINES 
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NOW...the only complete branded 
farm fence line 


RED BRAND barbed wire 


For the first time, instant recognition of superior quality. 
All barbs are painted red. Now farmers know they get 
the same high quality in barbed wire they get with 

RED BRAND woven wire. Five styles. Two weights. 


RED TOP steel posts 


RED TOP Steel Posts are known on sight by farmers 
everywhere. They’re known for extra strength. Economy. 
Ease of setting. Years of advertising have made RED BRAND 
the most widely recognized of all fences, too. 


——E 
: <a — iT 


RED BRAND woven wire 


Up and down the highways ...in state after state... 
you'll find the same record ... the fence with the red top 
wire has proved why it’s the favorite. It lasts longer 





Goes up easy. Seldom requires restretching. 
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RED BRAN 


join in this big new push 
to step up farm sales 


Full-page ads in leading farm magazines 


No other fence manufacturer proudly proclaims its quality by 
branding its products with a lasting, distinctive identification 
This vear we're using full pages in two colors to give still greater 
impact to RED BRAND advertising. We'll repeat the story 


agaln ind ivaln. 


Twice-a-week practical land use programs 


For vears, Keystone has carried the story of actual farmer’s 
experience wilh the Keystone Practical Land Use Program on 
radio. It’s a program that builds your market for everything the 
farmer needs, to produce more at lower cost with less labor 
Here’s a program with a real pay off for RED BRAND dealers 
who put it to work. 


Your own magazine to build farm sales 
This vear greater emph isis will be pl iced on the Importance of 
good feeding practices and buildings that will improve farm 
profits. It will help build a market for many products you sell 
of your Practical Land Use Broadcaster, mailed to 
can have your picture or your plant shown on the 
ire unmistakably identified with it! 


There Is Much More to the Red Brand Story 
Place Orders Now For Fall 


KEYSTONE 
STEEL & WIRE 
COMPANY 


Peoria 7, Illinois 








Makers of Red Brand Fence, Red Top 
Steel Posts, Gates, Poultry Netting, Non- 
Climbable Fence, Ornamental Fence, Bale 
Ties, Keymesh, Keybead, Keycorner. 
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Ferguson Engineering Continues To Blaze the Trail! 





. and Ferguson Dealers continue to reap the sideward action, moves hay from sw 


profits from Ferguson's dynamic engineering windrow in half the usual distance 
Engineering that breaks with the past... pro- 
S ¢ Ferguson Disc Plow designed 
ducing tractor and implement designs that are 
a rugged beam of tubular steel that el 
originals, not imitations oa 
excess weight, saves on fuel. 
For instance, only Ferguson Dealers are 
yrofiting from these recent and dramatic ° P 
. : New inventions on the way! 
Ferguson engineering developments: 
Even more startling and revolutionary devel 
* Ferguson High-Speed Mower, which has ” 
: ments from Ferguson engineering are due t 
done away with the old-style pitman, lets ~ 
introduced by Ferguson Dealers 
farmers mow all day without nerve-shattering 
‘ Wouldn't you rather be a lFergeu 
vibration, 
... and have Ferguson engineering 
* Ferguson Side-Delivery Rake . . only for you? If so, write or wire direct! 


tractor-mounted, lift-type farm rake with true Ferguson, Inc., Racine, Wisconsin. 


>> PP vou'LL SEE MORE AND MORE OF 


Ferguson 
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No Slack Season in This Shop 


farm-to-farm surveys boost service volume 


By B. Miller 


End-of-season campaign not only 
sells repair work but leads to 
new sales. J. B. Smith, Jr., man- 
ager of the company, left above, 
discusses proposed troctor re- 
pairs with customer. Equipment 
brought to company shop at end 
of the season is given complete 
inspection, left, for needed re- 
pairs and parts 
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New Heavy-Duty Plow front of 


Introduced by I-H > Sarees Ge ee enn 

Another new featut 

A NEW, HEAVY-DUTY, high-clear- way adjustable rea 

ance plow, built for plowing as parallel lift. It may 

much as 16 inches deep under the and locked rigidly in 
toughest conditions, is announced heel clearance, wt 
by International Harvester Co., landside clearance. A 
and is called the McCormick No fits into the axle ho 


16. The company says it is de- tabilizes the wheel 


Cook Represents Butler 
in East and South Texas 


WILLIAM 


, 
lee | 


signed for such heavy oils : port, or for backing 

adobe or tough sod. Four sizes are is raised 

produced three furrow, fou When making tu 

furrow, four furrow reducible to porting, side pre 

three, and five furrow reducible of the plow caus« 

to four climb a ramp, permi 
Each is available with 14 or 16- T 

inch bottoms. Thus, the five-fur- 

row plow, equipped with 16-inch he ramp a 

bottoms, will plow a strip six feet mmpleted to 

eight inches wide. All models have 

a full 24-inch clearance, accord 

ing to the manufacturers, to give m 

exceptional capacity for turning Servis “Double-Deck" 

under trash or heavy stubble Soil Builder Available 


Either hydraulic remote-control 


THE “DOUBLE-DEC! 
or a gear-type lift which mechan- - 


ically lowers, as well as raises the available now 
plow, is available 

The company reports the frame 
is heavily reinforced 
stress is likely to occur 
truss bracing distribute 
over the entire frame, instead 
concentrating them on any indi 
vidual unit. Backbone of the plow 
is heavv, 2-%4 beam stock 

Beams are continuous and are 
made of high-carbon, heat-treated 


steel. Vertical as well as lateral 


bracing is provided by two-inch 
high-carbon-steel 
into the chimes 
of the beam 


The usual 


been replaced by a 


inch steel header bar act 
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OW asa BUTLER dealer 
ou sell a complete 


rain conditioning system 


= 
pe ae le 
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‘ 
i 
{ 
' 
‘ 
‘ 
‘ 
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: GF: . xe 
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Butler grain bins give y c ne eather-tight, rodent-proof storag New Butler ceration system 


The new aeration system for Butl 


Get the full story! | 
But 


( 


Mail this coupon TODAY... 


see for yourself! 


For prompt reply, addre office nearest you 


BUTLER MANUFACTURING COMPANY 


7394 East 13th Street, Kansos City 2¢ 
929 Avenue W. Ensley. Birr acne 


ee, pagywe” ; : 


Manufacturers of Oil Equipment 
Steel Buildings - Farm Equipment 
Cleaners Equipment - Special Products 





Ford Appoints Three 
Department Managers 


\PPOI 


ervice department 
Highland Park Tra 
been named manage! 
lepartment a H 
manager, implement 
ment, has been 
neer in charge of har, 
ment 

Butler 
August ol a me 
he was executive-vice-president « Massey-Harris Announces 
The Galloway Co. a farm n Clipper Peaaut Combine 
chinery manufacture! Tater 
lowa. He is a past-pre it of tl MASSEY-HARRI 
Allied Farm Equipment 
turers Association, and 
uate of Northweste1 
School of Commerce 

Nicoll engineering eri 
the Unive ity ol Mich 
production methods engi 
Ternstedt Division, General 
tors, from 1940 to 1941. F 
to 1943 he was a developn 
neer for Cont 
gineerin Cor} 
uperintendent 
development | 
coming Divisio 


or one year he op 


amsport, Pa., fron 


| 

I 
Dusine 
C Ponti 
C 


Red Jacket Opens 
New Florida Branch 


oe. | 


W. E. Butler J. B. Nicolls, Jr J. H. Zich 
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In Baseball, GOOD backing pays off 


NEEDS NO TANK 


SELF-ADJUSTING CAPACITY 


ORROSION-RESISTANT 
7 ’ “ . 


ONLY ONE MOVING PART 


GOULDS Backs YOU Up with: 


1. Exclusive P 


COMPACT EASY TO INSTALL 


Ask your GOULDS DISTRIBUTOR, or write... Dept. SH-16 
Goulds Pumps Inc., Seneca Falls, N.Y. 


Vv 
the line that backs YOU up 
WATER SYSTEMS 


Since 1848 


FOR EVERY FARM AND HOME NEED 
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Myers Appoints Hart 
Sales Representative 


2 VA 
it VV 


New Idea Introduces 
New Type Wheel Rake 


A NEW TYP! 
power driven 
been introduced 
Farm 
Ohio 
The New 
by a live axle ilriven by 
vheels. Power is tran > 
the live axle to a ser { ‘ 
matts which Crive the five raxit I-H Dealers to Handle 
, tne raking wheel ” New Carswell Terracer 


lly ; { ] ‘ 
LLY LO Ox L \ 


justed individua 
over the ground teeth 
ing the stubble—thereby avoidi: 
much of the dirt and debris pick« 
up when raking wheels 
ground contact, the manuf: ire! | 
point out arsv Puck t at Luther Hart, Jr 
The pull-type desis t 
mit closer hugging of 
toul and easier operation 
push-type machines. To illu 
the design factor, New Ide: 
the wheel barrow principle 
ditch or depression, the bari 
digs in deeper if pushed 
pulled, it lifts out easily 
The inclined tubular main 
is of welded construction 
turdy, but flexible enou: 
the strain and twisting 
tion over rough gr 
state 
Raking wheels 


~~ ] 
hinged cranks 


fl at ove! 
in an are rather than 


and down. This is to pern 
movement over uneven gl! 
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As a manufacturer... 


t vy 


CALIFORNIA NEBRASKA 


COLORADO NEW JERSEY 
' OREGON 


GEORGIA 
, NEW MEXICO 
l 


I PENNSYLVANIA 
IDAHO 
pnts af SOUTH DAKOTA 


TENNESSEE 


‘ 


INDIANA 


KANSAS 
KENTUCKY VIRGINIA 


MASSACHUSETTS a" 
EQUIPMENT 

“Wholesalers 
* ASSOCIATION 


= 


WASHINGTON 


MICHIGAN 


3 


MINNESOTA 

b ) NEW YORK 
, ‘ WISCONSIN 
i 


h 


MISSOURI 


: DOMINION OF A 
NORTH CAROLINA DOMINION OF CANADA 


MONTANA 


NORTH DAKOTA 


ET ee 


+ 


As a retailer.. 


ning Fb 


WL 


PSs 


Executive Secretary: Robert L Shannon, 101] Lumber &x hange, Minneapolis 1, Minn 
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ason months 


No Slack Season th 
in This Sho : an employee wi 


10st favorable cont: 
(Cont ” ed ron I ) : 

ticular custome! 

gned to conte! 


P| the ast 


repall taken care ol 
ff the season rathei } V rata 
ginning of the next.’ on-the-f 
e farm-to-farm v1 ( 
all equipment |} pot checked him they remind the 
a result, the company shop, ley W ve droppings 
th its four mechanics, operate I 


full capacity during the off 





You’re in there pitching 


EVERY TIME... 


oT 7} 
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' 
he 
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; 
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with HERSCHEL PARTS available to fit 
ALL MAKES of mowers and combines 


There’s no limit to your cutting parts repair business when you maintain a com- 
plete stock of HERSCHEL PARTS. Display and sell HERSCHEL KNIVES, 
SECTIONS and related cutting parts to ALL the owners of mowers and combines 
jin your community... ALL MAKES! HERSCHEL PARTS are field-tested and 
guaranteed to fit . . . the product of specialists in the manufacture of farm ma- 
chinery cutting edges for 67 years. ORDER NOW ... be prepared for a big 


volume of cutting parts repair business! 


@FREE TO DEALERS: Herschel Catalog No. 87 and big Herschel 
Wall Chart showing parts to fit all makes of power mowers. 


FACTORY AT PEORIA, ILLINOIS 


Branches: Omaha, Neb.; Minneapolis, Minn 
Toledo, Ohio; Harrisburg, Pa.; Auburn, WN. Y 


MANUFACTURING CO., INCORPORATED | DISTRIBUTORS: R. C. Cropper Co., Macon, Ga 
a es Southern Supply Co., Dallas, Texas 
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Great Years Ahead? 


d Mutual be. 


In L90b when Federated Mutual nation on wheels. and bederate 
was founded, there were still plenty came one of this country’s largest mutual fire 
ols oll rs who were sure the auto- 

and casualty insurances companies 
mobile was just a passing fancy. 
. - ae Doda, a half century later hundred 
But the “miracle of simplicity 


the Nlodel | bord Was about to 


appear, and with it a new era in our history 


thousands ol beder ate d NIlutu il poli vhrolder 


throughout the lL nited State- ind Canada 


are enypoving secure protection and pr wel il 


lime was destined to prove bevsond a doubt. 


the practic ality and economy of both the auto dividend savings of up to 3 on imsurance 


mobile and mutual insurance. We became a for business. home. and car 


Insurance at a Saving for BUSINESS « HOME « CAR 


Aderaled Halual 


IMPLEMENT and HARDWARE INSURANCE COMPANY « OWATONNA, MINN 
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it’s GOoodD BUSINESS FO SUPPORT YOUR AS FOEIATFICOR 
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CONTINENTAL RED SEAL 
... Youre for Better Power 


For MORE power and 
BETTER power—com- 
plete dependability, 
clinched by expe- 
rience dating from 
1902—specify Con- 
tinental Red Seal* 
with exclusive Con- / 
tex” ignition, out- * Tags = ! \ Lis P 

standing air-cooled (@ , Pipe Layer !ntroduced 
engine advance of Lo) by Franklin Plastics 
recent years. Engi- ad 

neered for fast start- A 

ing, easy upkeep, long 
life—and backed by 
parts and seryice coast 


. 


NEW IM 


SERIES AD—VERTICAL SHAFT—DIRECT 
DRIVE—2 hp—2' hp—3 hp. 


[ontinental Motors [orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 
12800 KERCHEVAL AVENUE ¢ DETROIT 15, MICHIGAN 
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REPLACEMENT PARTS 
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Get this Display Board FREE! 


Sets you up as Rubber Replacement Parts Headquarters for all leading 
makes of Milking Machines. 


Write today for full details. 


CROWN DAIRY SUPPLY CO. 


327 W. College Avenue, = Waukesha, Wis. 
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Their Specialty— 
Outside Selling 


ire 

am 
ione on implement 
eads to lot f 
but to sales of new 
experimenting | 
ideas for drumming up sh 
McGhee and Garrett have 
one in particular that ha which the nar oved Successful Promotion 
the 10 mechanics all tney can d i 
at a_ time when hoy 
usually light. Along 
and January, the f 


ee | 


rk 
1 December 


romote a paint 
ontact all the: 
vhost machines a 
id, and make a 
{f f $19.95 


Offer Pays Off 





“3 Soil Loamy ? 


= Or Sandy? 
2 Or Rocky? 


Ct) 


“EMPIRE 


Guilt Tillage Tools are Custom 
Made to Fit “x, Cultivating Need! 
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lt Pays to Sell the Line with 





Ready Trade Acceptance! 








Heat Treated 


FOR TOUGHNESS 
age» enti panadaemglong om tM 
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Suckers Controlled by 
Eagle Tobacco Oiler 


\ vEV VA Lo ontre 


ICKCI! cont 


in the field. In thi 
manutacture 
icker Ca 


be controlled 


F. A. Wirt, right, receives citation 

from R. H. Foltz of Freedoms Foun- 

dation. It was third award for Mr 

Wirt, and the fourth award for 
the Case Co 


F. A. Wirt Cited by 
Freedoms Foundation 
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applied 
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SERVICE 


SHARE 


. 
CARPENTERSVILLE, TLE 
U.S.A 


FULLY 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


practically all plow s, listers, 
middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
of the highest quality obtain- 
able. Send today for catalog 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 


Patterns are available for 





.» + Hake alll 
ora 
. Adjustable to fit 


any tractor seat 
=~ ao 


FOAM RUBBER 


of AN} 
Tractor Seat 


Sell your customers REAL { 


yl 


comfort ... plus rugged 
good looks .. . AND economy 
with this practical 

durable Cushion 


So easy to tie on 











TRACTOR CUSHION 


COVER OF PLASTIC-COATED 
FABRIC—WATER RESISTANT! 


FABRICS nitecmrceder: 
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Rapidayton Signature 
Champions Introduced 





FOR BEST ELECTRIC FENCE 
PROFITS - SELL GUARANTEED 


LOW-COST 
PROTECTION 
for 
FARMERS 
and 
GARDENERS 


iar Vis 
PRICES 


as low as 


$12.95 


mma 
PH-5 FOR 
115-V. POWER 


C Battery Adapter 


BATTERY MODEL D for Model D 


SHOX-STCK, INC. 


615 MAIN ST. WELLINGTON, OHIO 
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Servicing Cotton Pickers 
Builds Extra Volume 


| Sell the Compost Griewer 
THEY ARE ASKING re : 


z ee 7 


DETACHABLE 
ELEVATOR 


The Matewally pduertised 


W-W COMPOST GRINDERS 


LIBERAL DEALER 





DISCOUNTS 


THIS COUPON 
FOR COMPLETE 
lsel tr Nile), ie 





TOWN STATE 


W-W GRINDER CORP., 
DEPT. 21, WICHITA, KANSAS 








Mig. U« 
orn Adhesives Co 
lien & Company, Inc. 38. ! 
Lillis Chalmers Mfg. Compar 
uminum Goods Mfg or 
merican Chain & Cable Co 
ime 
\merican Pad & Textile Oo 
Steel & Wire Oo 


\imerican 


Cyclone Fence Div 
Ames Oo., U 

Animal! Trap Co. « 
Arve Oorporation 
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From everywhere on the continent... 
farmers voluntarily write 


They Would 
Buy It Again 


2-Plow 
Low-Seat 
Tractor 


Coast to coast, ae to border and beyond, we asked owners of Case “V/ 
Low-Seat Tractors for comment. Most of them said they would buy it again. 
Many mentioned specific points, such as: “easiest riding seat we ever sat in” 
“ride all day and never get tired” . . . “lugging ability in a class by itself” 
“most powerful compared to horsepower rating” ... “more power and 

runs on less gas”... “far less fuel per day”... “upkeep and repair parts 
much cheaper”... “on hill farm, will really hold the ground” . . . “handles 
better in mud, snow and sand”... “has them beat with Eagle Hitch” 
“handiest thing I have on the farm.” 

When farmers must see savings before they buy ... when power must be 
proved by demonstration . . . Case dealers can go out to the grass roots and 


come back with the business. J. 1. Case Co., Racine, Wis. 
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international Harvester Farmall and McCormick D 


LaBelle DISCS 


made by steel specialists 


It's no secret... its the steel that count most 
of a dise. That’s why LaBelle dises. ma 


ind other fine speci il steels. have be 


| iBelle discs have just the ! hit 
for maximum discin 
under mv sat 
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+ CRUCIBLE} 1st ame in speci purpose ste 
54 yea of Fw seecnatng AGRICULTURAL STEELS 
Y vv 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICE VER [ 
REZISTAL STAINLESS + REX HIGH SPEED * TOOL * ALLOY © MAX-EL * SPECIAL PURPOSE STEELS 
Canadian Distributor — Railway & Power Engineering Corp., Ltd 
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MURRAY BICYCLES — 





“Ay greater than ever. 


NEW SUPERSONIC 
JET - 


A , 
WURARA 


WHEEL GOODS and BICYCLES 


Yes, the ‘54 line of Murray wheels is even broader than 
I ral outstanding new items—plus ag 
cts Every model is suy 


y standards of 


NEW CHAIN-DRIVE 
)UMP-TRUC- 


T EE MURRAY OH TO MFG. 
CLEVELAND 10, OHIO 


MURRAY PARK 
CYCLES - 


MURRAY VE- 
LOCIPEDES — 
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WHERE HAVE 


DISC TROUBLES 


has Rolled 'em out 
and Drawn ’em out 
by a Double-Feature 
method of producing 


the amazingly tough 
steel for discs 


There's a Double Reason 
to specify Ingersoll on every order 


They're Cross-Rolled They're Long-Drawn 


made over a 3-year per 
y the Farm Machinery $ 


tion, U. S. Department o 


INGERSOLL , 
P R 0 D U C T S BORG-WARNER CORPORATION 
D V S | 0 N : SPECIALISTS IN TILLAGE STEEL 


Other Agricultural Products: Spring Teeth fe 





